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With a Westinghouse Full Line Franchise you 
always hold a winning hand! 

Such a grand run of “picture cards’’ doesn’t 
just “happen”! Into it has gone years of market 
study, home economics research, plus the ex- 
perience gained in building 30 million pre-war 
electric home appliances. 

Retailers with a Westinghouse Full Line Fran- 
chise have a partner that backs them up all the 
way. Millions of national advertising messages 
as well as strong local promotions all focus on 
one well-known brand name. And the fine per- 
formance of one product helping to sell another 
—means greater dollar sales per customer. 


TUNE IN JOHN CHARLES THOMAS, SUNDAY, 2:30 EWT., NBC. 














Ask your Westinghouse Distributor for the 
complete story of the Full Line Franchise. It 
shows you how to eliminate the “‘gamble’”’ from 
your postwar appliance selling. 
WESTINGHOUSE ELECTRIC & MFG. CO. 


Plants in 25 Cities... Offices Everywhere 
APPLIANCE DIVISION ° MANSFIELD, OHIO 








30 MILLION PRE-WAR 


Westinghouse 


ELECTRIC HOME ( APPLIANCES 


YOUR PROMISE OF STILL FINER ONES TO COME 





HEAR TED MALONE, MON. TUES. WED. EVENINGS, BLUE NETWORK 








ELECTRICAL SOUTH is published monthly by W. R. C. Smith Publishing Co., Mariette, Ga., and Atlanta, Ga., U. S. A. 
Subscription rates, United States and Possessions, $1.00 for one year; Canada, $1.50 per year; Foreign Countries, $2.00 per year. 
Entered as second class matter at the postoffice, Marietta, Ga., under Act of March 3, 1879. 
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Okoprene, compounded with neoprene, is an exceptionally durable 
covering for cables developed in the Okonite Research Labora- 
tories. It can be bonded to the rubber insulation of individual 
wires or can be applied as a sheath or jacket over the core 
of multiple conductor cables. It can be used to protect practically 
any type or design of cable. 

Since 1931, proving ground tests and field experience with 
millions of feet of wire have been emphasizing the stability and 
long life of Okoprene coverings under widely varied conditions. 


WEATHER RESISTANCE — (Aerial cables, exposed wiring) Oko- 
prene sheaths will not rot or deteriorate when subjected to 
moisture. The protective covering is flexible at temperatures 
even lower than minus 18°C. (0°F.) and may be handled in 


Relative detezioration after six years exposure: Left: Oko- 
prene sheath smooth and unchanged by elements. Right: 
Saturated braid with compound eroded and braid destroyed. 


CHEMICAL RESISTANCE — (Cables exposed to fumes or chem- 
icals) The Okoprene jacket has excellent resistance to most acids, 
alkalies and other corrosive chemicals. 


OlL RESISTANCE — (Portable cords, machine tool and shop- 
wiring, etc.) When exposed to the solvent action of petroleum 
products, Okoprerie sheaths retain their full mechanical strength. 


ELECTRICAL STRENGTH — Okoprene itself is an insulating 
material and thus gives added electrical protection as con- 
trasted with fibrous coverings. When applied over metallic 
coverings, it protects them from electrolysis. Okoprene will 
not carry static charges, but does prevent current leakage 
at terminals and eliminates danger from electric shock. 


ENGINEERING HELP — Our experience in dealing with 
electrical problems since 1878 is at your disposal. For 
further details on Okoprene protection or other data on 
cables, we suggest you consult your Okonite representative 
— or write The Okonite Company, Passaic, New Jersey. 








ELECTRICAL SOUTH for MAY, 1945 





Not just words... 
a business future! 


**Retail-Minded Kelvinator’’ is more than profitable return . . . year in and year out . 
a phrase... - Pet investment ho Kelvin and effort 
t result o elvinator sclectiodl be 
It sums up the whole meaning of the hee sales | 
Kelvinator franchise and the Kelvinator way poe ay dealer policy is . . . more 


of doing business. t E 
Retail-Minded Product Policies . . . a line o bese 
It means a sounder way of business thinking products so simplified and compact as to reduce 


. a better way of business life for the men 
who make up the finest retail organization —— the that Ths “eM peree Ak. 
the appliance industry. 
in policy enables Kelvinator Retailers to 
It means a future for those who become a part concentrate on high-unit-of-sale, volume if 
of this retail organization . . . a position of products . . . with no slow-moving, low-volume” 
dignity and importance in their communities models to raise inventory costs and cut Oe 
. .. and sounder business opportunity for the turnover. 
long pull after the first big years of the Competitive Prices . . . Kelvinator’s aim : 
ie boom are past. to continue its competitive pricing mechs with” 
xincl le of “retail-minded thinking,” a proven step-up plan offering visib salable 
= h the Kelvinator Franchise is based, features and values at each step . ‘ pet 
has oni new standards in business and human providing a much higher unit per Sg 
relations for this industry because its main Retail-Minded Merchandising . . . advertisi 
premise is this: Kelvinator feels that no sale is sales promotion and a full po training 
completed yntil the product leaves the program built from the retailer’s point of view ~ 
retatler’s floor. and designed to move products off the floor”> 
Every word, every thought in the Kelvinator into the homes of users. aa 





Franchise is conditioned by this basic “‘retail- « a. 
minded” concept. That is why the Kelvinator — wat is is why Kelvinator Retail ee f 
Franchise provides for... know that the Kelvinator Franchise is the 
A Limited Number of Dealers . . . with each most valuable in the industry today! 


dealer big enough to cover his market and each 
market adequate to insure a sound, highly 


. _ Minor? 


DIVISION OF NASH-KELVINATOR fee} ¢ Fe) 2 Benen, | ede ae 
Kenosha ° Milwaukee _ DETROIT » Grand eats * Lansing : Every Sundey f%0 ‘ 
bag NASH-KELVI BS 
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For every braid or wrapping : — 
constant Research-testing for 
all possible securities of service. 





General Cable’s research program recognizes no minor 
problems of conductors, insulations, or of coverings. The 
abrasion hazards in the winding of motor armatures, the 
longevity of pole line installations, the cutting down of 
friction in pulling-in building wires—all of these and a 
host of other problems are subjected to searching scrutiny. 
For the testing of the textile yarns as raw materials, at 


various stages of manufacture and in the finished product, 


specialized practice is employed, using the most sensitive 


equipment that engineering brains can devise. 


GENERAL CABLE 


CORPORATION 


Manufacturers of Bare and Insulated Wires and Cables 
for Every Electrical Purpose 


LOCATE 
radio dispatching | 
stations for top 
performance 
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GENERAL @ELECTRIC 


G-E remote-control multiplies system 


-_ antenna placed at a carefully 
chosen low-noise-level location 
will pay big dividends in terms cf in- 
creased 2-way radio coverage. 


@ A G-E remote-control unit enables 
you to take advantage of this simple 
and economical way to multiply the 
effectiveness of your radio system. This 
unit is designed to provide complete 
2-way control of a remotely located 
transmitter and receiver by means of a 
simple two-wire line—at distances up 
to several miles. Thus, you can locate 
your radio station for maximum 
coverage—and your radio dispatcher 
can supervise his maintenance crews 


throughout your service area directly 
from his present service headquarters. 


@ Call your G-E sales engineer for in- 
formation on the complete line of G-E 
2-way FM communication equipment. 
Or write Electronics Department, General 
Electric, Schenectady 5, New York. 


Government regulations new permit new installo- 
tions of 2-way FM radio for important requirements 
of utility companies. Your G-E representative will 
help prepare your application. 


Hear the G-E radio programs: "The World Today" 
news, Monday through Friday, 6:45 p. m., EWT, 
CBS. “The G-E All-Girl Orchestra,’’ Sunday 10 
pb. m., EWT, NBC. "The G-E House Party,’ 
Monday through Friday, 4 p. m., EWT, CBS. 


Everything for 2-Way Radio Communication 


GENERAL 


ELECTRIC 


163-D!I0-€918 


80 


ICATION RANGE IN MILES 


200 300 400 500 

ANTENNA HEIGHT IN FEET ABOVE EFFECTIVE GROUND PLANE 
Effect of antenna height and location on 
communication ranges. 

A applies to quiet residential and rural areas. 
B applies to high noise-level loc such as con- 
gested or industrial s. 
These curves are for estimating pur, 





poses only. 
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Of course the Sheik is confused by Laytex-insulated wire. He’s one 

of the countless number of men now seeing wire for the first time. Rubber Insulation at Its Best 
In hot deserts and tropical jungles, in distant islands and freezing 

arctic lands—places where electricity has never before been har- U S$. 

nessed, Laytex is demonstrating its marvelous properties as a wire. ° ° 

To many of the people in these lands, wire henceforth means Laytex. 


But to us here at home, Laytex is more than the average wire. ELECTRICAL 


Under the strain of world-wide war, Laytex gives better performance WIRES AND CABLES 
than was ever expected of any wire under such gruelling conditions. 


Military needs now take the entire output of Laytex Wires and Cables. 
But we hope the day is not far off when manufacture will be resumed 
forResidential and Commercial Building, Police and Fire Alarm Systems, 
Communications, Signalling, Power Control and other exacting services. Serving Through Science 


UNITED STATES RUBBER COMPANY 


1230 SIXTH AVENUE - ROCKEFELLER CENTER + NEW YORK 20, N.Y. + /1 Canada: DOMINION RUBBER CO., LTD, 
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Distributed by 
INSULATION MANUFACTURERS INSULATION & WIRES TRI-STATE SUPPLY 
ee]i- te] ey: walel.| INCORPORATED CORPORATION 


Manufactured by 
THE P. D. GEORGE COMPANY, ST. LOUIS, U. S. A. 


8 SOUTHERN AUTOMOTIVE JOURNAL for ‘MAY, 1945. ’ 


Iceland is a land of contrasts. Three-fourths 


of it is a region of glaciers and ice fields; 


voleanic ash and marshlands; hot sulphur 
springs and geysers; making corrosion a 


factor to be rigorously guarded against. peer See ae 


Thus it is significant that, for many of the 
buildings erected since Allied occupation, 
Walker Electrical Metallic Tubing was National Theatre of Iceland 
selected. It was used not only in the struc- 
tures shown here, but also in others, includ- 
ing the fine, new Tuberculosis Rehabilita- 
tion Center, Throttur H/F Service Station 


and Milk Pasteurization Station. 


WALKER ELECTRICAL METALLIC 
TUBING possesses the advantages of being 
light in weight, easily bent, and requires no 
threading. It is especially adapted for use 


in hung-ceilings and on exposed work. 


Ask your local distributor for prices and 


deliveries. For further particulars, write to 
ss Walker Electrical Metallic Tubing was distributed through 
WALKER BROS., Conshohocken, Pa. HEILDVERZLUNIN MEKLA LTD. 


11 West 42nd Street, New York 18, N. Y. 
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During the past few years of abnormal Aomend: 
for sub-normal supply, perhaps business let its 

sales muscles get a little on the flabby side, ae 
Selling was no problem at all. , 


_Unless all signs fail, it won’t be long before the. 
customers can be a little choosy as to what iat 

-buy...and from whom. It’s time now for sellers _ 
to start the setting up exercises. Competition may 
be nearer zane fougher than we think. 





COMMERCIAL CREDIT COMPANY 


BALTIMORE 2, MARYLAND 







Capital and Surplus more than $65,000,000 
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HUBBARD AUTOGAP FUSE CUTOUT is a combination of No. 2302, 
9 KV Autogap Lightning Arrester with a new, improved 7-1/2 KV 
open type fuse cutout. The assembly is Stock No. 2315. 


ee, phase to ground is recommended to be limited to 7500 
olts. 


FUSE rating is 50 Amperes. Fuse links are not furnished. Any 
standard can be used. 


INTERRUPTING CAPACITY of the Hubbard Autogap Fuse Cutout is 
1200 Amperes. 


MOUNTING Brackets are available. No. 2323 for Crossarm and 
No. 2325 for pole. Specify type of mounting when ordering. 


WEIGHT of the assembly is 18 Pounds each, packed for shipment. 


HUBBARD & COMPANY 


PITTSBURGH - CHICAGO - OAKLAND, CALIF. 
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CLOSED POSITION: The flat, phos- 
phor bronze spring at the top is in 
tension, ready to kick out the mechan- 
ism instantly when the blowing of the 
fuse releases the tension. 





OPERATING: This view shows the 
action during transition from “closed” 
to “open” positions. The fuse has blown 
and the toggle mechanism is forced 
open by the top contact spring. The 
gap caused by the blown fuse is instantly 
lengthened to at least 3-inches by the 
leverage of the toggle mechanism, caus- 
ing the arc to be extinguished within 
the fibre fuse tube rather than at the top 
contacts, where burning might occur. 





OPEN POSITION: Top contact spring 
is relaxed, having exerted its pressure 
toward opening the mechanism. Tube 
drops to hanging, open position which 
places the notch for “hot-stick”’ removal 
of fuse tube in an accessible spot 
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ALL THE 


WESTON rusular RESISTORS 


WESTON tubular resistors . . . widely used since their 
introduction over a decade ago... furnish another out- 
standing example of sound engineering coupled with 
engineering foresight. For no new ‘hurried’ resistor : 
design was needed in order to meet exacting military | 
specifications that called for protection against tropical i 
humidity, arctic and high working temperatures, and 
salt air. The WESTON tubular resistor met these new 
specifications . . . and in a rugged, non-fragile design 


tried and proved throughout the years. These resistors 
conform to and are approved under joint Army Navy 
Spec. JAN-R-29. Bulletin A-12 gives complete specifica- 
tions. Send for your copy . . . Weston Electrical Instru- 
ment Corp., 686 Frelinghuysen Ave., "Newark 5, N. J. 


ALBANY © ATLANTA * BOSTON * BUFFALO * CHICAGO - CINCINNATI * CLEVELAND * DALLAS * DENVER ° DETROIT * JACKSONVILLE * KNOXVILLE * LOS ANGELES ° MERIDEN 
MAIMNEAPOLIS © NEWARK © NEW ORLEANS © NEW YORK ° PHILADELPHIA * PHOENIX * PITTSBURGH * ROCHESTER * SAN FRANCISCO * SEATTLE © ST. LOUIS * SYRACUS 
in Conede. Northern Electric Co.. itd.. Powerlite Devices. Ltd. 
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A Cireuit Breaker 


@® TYPE AC 


*Trade Mark Reg. U. S. Pat. Off. 
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with a Brain 


It breaks electric circuits with a THERmal, 
MAGnetic brain. That's how it got its 
name. People who believe in taking care 
of their electrical equipment like the dis- 
crimination the @ Type AC THERMAG 
circuit breaker uses in deciding when cir- 
cuits should be broken. 


The THERmal trip interrupts only sus- 
tained overloads — making allowances 
for starting load and normal momentary 
overloads. The MAGnetic break, however, 
has a single track mind . . . break that 
circuit fast on any short circuit before 
damage can occur. 








TH - RMAG’ CIRCUIT BREAKER 


Small and compact, there is nothing to 
replace . . . service is restored with a flip 
of the finger. Capacities of 15, 20, 25, 35 
and 50 amperes at 120 volts, AC only, 
provide a wide range of protection for 
appliances and lighting. 


THERMAG circuit breakers come in 
@ Panelboards for factories and large 
buildings . . . @ Load Centers or Service 
Equipment for homes. . . in dust-tight cab- 
inets for Class II, Groups F and G, hazard- 
ous locations. Write for BULLETINS 63 
and 67 for full details. 


Frank Adam Electric Co., Box 357, St. Louis, Mo. 


ELECTRICAL PRODUCTS 


FRANK ADAM ELECTRIC CO. 
ST.LOUIS, MO0.U.S.A 











Because of the basic importance of adequate wiring to 
the entire electrical industry, Anaconda is presenting mes- 
sages like this in a wide list of national publications. 


fos a Hagh 
Jaduchom 





promises tremendous postwar production 
advantages. Don’t let lack of electrical ca- 


pacity bar you from such opportunities. 


Make sure your wiring plans are based 
on future needs, not past experience. Re- 
member, rush teardowns for alterations 
will be costly. Wire ahead! 


Now is the time—while you’re in the 
planning stage—to call in your consulting 
or plant power engineer, electrical con- 
tractor or power salesman. They’ll agree 
foresighted wiring will cost a lot less than 


the “wait and see” kind. ss 


Aidan 





GENERAL OFFICES: 25 Broadway, New York City 4 
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In this working component of a high-powered in- 
duction-heating unit, brief applications of rela- 
tively large amounts of power heat metals from’ 
within. Heat distribution is quick, uniform. 





ANACONDA WIRE & CABLE COMPANY 


Subsidiary of Anaconda Copper Mining Compan} 


CHICAGO OFFICE: 20 North Wacker Drive 6 * Sales Offices in Principal Cities 
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T. W. McALLISTER, Vice Pres., Editorial Director 
CARL W. EVANS, Editor 
L. F. COCHRAN, Assistant Editor 
BARON CREAGER, Southwestern Edutor 


“Those boys at Coolair are right when they 
FRANK P. BELL Ww. E. COOG 











Business Manager Production Manag say there’s still plenty of business to be had 
selling fans to military stations, war plants and 
essential civilian places — high-rated orders. 

In This Issue “Not that I’m overlooking any prospects for 
COOLAIR Fans, but the higher the rating the 
quicker the order can be delivered and that 
Spe Sesiiies ave, Cgstaieet sd means quicker returns on my fan sales. 
The Post Market for Appli s eens . : 
_-oeieondbaiieg- apes ~ “And when | run into difficult installations, 
Billion Dollar Business in the South 20 a . , i 
Coolair’s experienced field engineers are ready 
OPA’s Pricing Policy 22 . 
to help me solve the problems — do a job that 
Lighting Homes of Tomorrow 24 - f 
, satisfies and sells more Coolair Fans. 
New Circuits and Bases for F Lamps 26 - — f h | tied 
How to Build an Electrical Business 27 of wes 8 es aT" ” 
Maintaining Industrial Equipment 28 up with Coolair. 
War Production Board Service Guide 32 
Time-Saving Soldering Equipment 36 
The Selling Parade—Digest of Selling Ideas 38 


Military and war plant de- 
EEI Suggested Merchandising Principles 


= manas f olair fans have 
Rewiring a 50-Year Old Church 44 tstripped eT 
News of the Industry 438 spite of our expanded plant 
f ‘ facilities. But Coolair dealers 
Personal Notes about Men You Know 62 a s. Dt 3 eale 
I i ~ who have been concentrating 
New Electrical Products 70 

government and essential 
ashing 

omp? ship 
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Present and post-war opportunities are excellent. 
ANNUAL SUBSCRIPTION—$1.00 Write for literature and franchise information. 
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for LOW COST Lightning PROTECTION 






KEARNEY 


* GHTNING 
ARRESTERS 


The economy and dependability of the 
expulsion tube principle of lightning 
protection has been applied by Kearney 
engineers to arresters designed for use 
under various field conditions. Design 
features common to all Kearney 
Arresters include: arc expulsion car- 
tridges readily removable for inspection 
agp or replacement; adjustable air gaps, 
Mion and mountings for poles, crossarms, or 
transformers. 


Kearney Lightning Arresters offer pro- 
tection to line apparatus by providing 
a direct, low-resistance ground path for 
the discharge of lightning or other high- 
voltage surges. At the same time the 
Kearney expulsion tube breaks the arc 
of the power follow current before it can 
damage equipment or interrupt service. 





A TYPE T ARRESTER— 
Utilizes fast, arc-extinguishing 
horn fibre. Expulsion tubes 
have weather-resistant vitrified 
tubular shields. External air gap 
assures continuity of service and 
keeps potential off gap during 
normal operation. 





A THE TYPE P—The Kgarney Type P Lightning Arrester has an impulse 
rating of 41,000 amperesjand a follow current interrupting rating of 3000 
amperes. A long insulatog leakage path assures maximum protection. In the 
event of an abnormal discharge an economical easily replaced cartridge i is the 
only part subject to damage, which is visible at a glance. 


<< Combination TYPE T TRIP-O-LINK ARRESTER— This unit combines the 
Kearney Type T Arrester and the efficient Trip-O-Link Fuse Switch into 4 
single assembly. Eliminates the need of an extra mounting to pole or crossarm 
and only one line lead is required—results in greater economy and facilitates 
hot line work on any pole. 


JAMES R. KEARNEY CORPORATION 
DESIGNERS UTILITY EQUIPMENT MANUFACTURERS 
4224-42 CLAYTON AVE., ST. LOUIS 10, MO. © Canadian Plant: LEASIDE, ONTARIO, CANADA 
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| Women’s magazines surveys indicate that there is a trend 
toward “‘out-of-basement” laundries, near or in kitchens. 


* Bowe question of where a laundry 
should be located is being decided 
now in many homes. The “out-of- 
basement” laundry, next to, or in, the 
kitchen is advocated by many home 
planning authorities. Women’s maga- 
zine editors, woman’s page editors of 
newspapers, and home _ economists 
have stimulated much interest in the 
main floor laundry. They point out 
that women dislike washing in dark, 
damp basements, and prefer better 
lighted and ventilated space in or 
near the kitchen. The new automatic 
washers, as well as modern conven- 


WILL HOME LAUNDRIES MOVE UPSTAIRS ? 


tional machines could be installed in 
kitchens without detracting from ap- 
pearance if the equipment were in- 
stalled to fit a plan. Among the rea- 
sons first floor laundries are wanted 
are: 

“Women can do washing without 
losing touch with kitchen and other 
housekeeping activities. 

“Surroundings are cheerful and 
pleasant, with better light and ven- 
tilation. 

“The laundry can be done without 
losing touch with young children. 

“Where a dryer is installed, up-and 








down-stairs treks are eliminated, as 
well as other toilsome features of 
washing. 

“Recognizing the above advantages 
of an out-of-basement laundry, none- 
the-less, it is believed that a majority 
of women will want to retain the base- 
ment laundry room. Families build- 
ing new homes and doing extensive 
remodeling will want information on 
both arrangements. Dealers who oper- 
ate “complete home laundry” stores 
will have expert advice on every type 
of home laundry. 

(Continued on page 80) 











This artist’s conception of a combination kitchen and 
home laundry suggests treatment for modernizing large 
kitchens found in many of the 20 million homes built prior 
to 1920. A third function, making complete use of all space 
is provided by the “snack bar” in room’s center. This ar- 
rangement meets the “ideal” both of space efficiency and 
perfect “L” type kitchen and laundry. Equipment shown (I. 
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to r.): table top ironer, automatic washer, tumbler dryer, 
cabinet rinsing tub, built-in ventilated metal hampers and 
three metal wall cabinets. Next to snack bar in center (lI. 
to r.); base cabinet, electric range, corner base cabinet, 
sink enclosing garbage disposall and automatic dishwash- 
er, two base cabinets and refrigerator, with utility cabinet 
at extreme right. 
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ANALYSIS OF THE POSTWAR MARKET FOR 





SURVEY just completed by 
ExectricaL Sovutx indicates 
that there is a ready market in the six- 
teen southern and southwestern states 
for electrical household appliances to- 
taling more than a third of a billion 
dollars. 

The survey, shown in detail in the 
tables below, is based on estimates 
prepared by the general sales managers 
of electric light and power companies 
in the South and Southwest. More 
than 75% of companies serving more 
than 8,000 customers participated. 

The domestic customers served by 
reporting companies represented more 
than half of the total number of do- 
mestic customers in every state sur- 


Here is an authoritative survey 

of postwar appliance sales in 

the South that should prove 

helpful to the trade in making 

its postwar merchandising 
plans. 


veyed. In some instances, the domestic 
customers served by reporting com- 
panies represented as much as 85% or 
90% of the total number of domestic 
customers in a state. 

In each state, the estimates reported 
were prorated for the state as a whole 
by multiplying the estimates by the 
ratio of total domestic customers in 
the state to domestic customers of 


reporting companies. Dollar values 
are based on 1940-41 prices. 

The sales managers were asked to 
estimate the number of appliances 
that could be sold in the territory 
served by them in the first postwar 
year without manufacturing limita 
tions. In the case of a few, this esti- 
mate is probably nothing more than 
an “intelligent guess” but many of the 
companies have made, or are in the 
process of making, actual customer 
surveys to determine what appliances 
their customers plan to buy when they 
become available. 

A careful comparison of the reports 
of companies known to have made 
actual surveys with those of com- 









































































































































EE ae ATTIC FANS DISHWASHERS DISPOSALLS FOOD MIXERS HEATING PADS 
wee and Rural | Units | Dbellars | Units | Dollars} Units | Dollars | Units | Dollars Units | Dollars 
Delaware 64,612 290 $ 29,000 150 |$ 30,000 — 1,760 |$ 38,720 1,170 |$ 4,680 
Florida 400,895 4,370 437,000 890 178,000 380 $ 38,000 18,480 406,560 16,200 64,800 
Georgia 400,700 1,420 142,000 1,030 206,000 350 35,000 8,630 189,860 6,560 26,240 
Maryland & D.C. 581,012 1,880 188,000 6,460 | 1,292,000 6,660 666,000 10,700 235,400 4,470 17,880 
No. and So. Carolina 667,172 2,930 293,000 1,060 212,000 440 44,000 8,800 193,600 11,220 44,880 
Virginia 441,664 300 80,000 300 60,000 150 15,000 3,020 66,440 4,530 18,120 
West Virginia 301,385 a ee ee sen sie SS ee sone — 
Total South Atlantic 2,857,440 11,190 1,119,000 9,890 | 1,978,000 7,980 798,000 51,390 | 1,130,580 44,150 | 176,600 
Alabama 341,933 11,480 1,148,000 ae ones os te a 4,000 16,000 
Kentucky $81,219 4,700 470,000 260 52,000 260 26,000 12,600 277,200 20,450 81,800 
Mississippi 177,844 23,800 2,380,000 4,680 936,000 7,000 700,000 23,800 528,600 14,000 56,000 
‘ennessee 416,212 8,700 870,000 1,400 280,000 1,850 135,000 12,160 267,520 9,900 39,600 
Total East So. Central 1,816,708 48,680 4,868,000 6,340 | 1,268,000 8,610 861,000 48,560 | 1,068,320 48,350 | 193,400 
Arkansas 191,385 2,890 289,000 580 116,000 580 58,000 5,780 127,160 5,780 23,120 
Louisiana 313,984 7,650 765,000 950 190,000 510 51,000 3,820 84,040 4,070 16,280 
Oklahoma 335,423 6,900 690,000 4,420 884,000 4,210 421,000 ate a ie oe 
Texas 1,066,529 27,800 2,780,000 2,380 476,000 1,780 178,000 63,700 | 1,401,400 57,500 | 230,000 
Total West So. Central | 1,907,321 45,240 4,524,000 8,330 | 1,666,000 7,080 708,000 73,300 | 1,612,600 67,350 | 269,400 
Total for South 6,081,469 105,110 | $10,511,000 24,560 | $4,912,000 23,670 | $2,367,000 173,250 | $3,811,500 159,850 | $639,400 

No. 
mt Resi de ntial HOME FREEZERS IRONS IRONERS LAMPS RADIOS 

+ ane Units Dollars Units Dollars | Units | Dollars Units Dollars Units Dollars 
Delaware 64,612 880 |$ 176,000 11,750 |}$ 47,000 730 |$ 45,260 7,350 |$ 36,750 8,830 |$ 317,880 
Florida 400,895 11,420 2,284,000 71,900 287,600 2,540 157,480 183,200 916,000 98,600 3,549,600 
Georgia 400,700 17,100 3,420,000 64,300 257,200 1,140 70,680 47,800 239,000 16,900 608,400 
Maryland & D.C. 581,012 7,050 1,410,000 84,800 339,200 4,700 291,400 102,800 514,000 130,500 4,698,000 
No. and So. Carolina 667,172 5,360 | 1,072,000 ; 280,000 | 4,800 | 297,600 | 388,500 | 1,942,500 | 179,000 | 6,444,000 
Virginia 441,664 2,260 452,000 45,300 181,200 750 46,500 15,100 75,500 37,700 1,857,200 

West Virginia 301,385 a=. oa aii —- | 4,650 eh re SS Ee Eee - 
Total South Atlantic 2,857,440 44,070 8,814,000 | 348,050 | 1,392,200 | 19,310 | 1,197,220 744,750 | 3,723,750 471,530 | 16,975,080 
Alabama 341,938 2,440 488,000 10,000 40,000 5,100 316,200 99,700 498,500 52,500 1,890,000 
Kentucky 381,219 11,100 2,220,000 | 136,900 547,600 5,810 360,220 66,400 332,000 92,100 3,315,600 
Mississippi 177,344 21,000 4,200,000 44,000 176,000 4,350 269,700 70,000 350,000 42,500 1,530,000 
Tennessee 416,212 18,780 3,756,000 89,100 356,400 4,380 268,460 130,000 650,000 83,700 3,013,200 
Total East So. Central 1,316,708 53,320 | 10,664,000 | 280,000 | 1,120,000 | 19,590 | 1,214,580 366,100 | 1,830,500 270,800 9,748,800 
Arkansas 191,385 960 192,000 11,560 46,240 960 59,520 48,200 241,000 48,200 1,735,200 
Louisiana 313,984 5,550 1,110,000 36,900 147,600 920 57,040 79,500 397,500 47,800 1,720,800 
Oklahoma 835,428 14,620 2,924,000 34,100 186,400 4,420 274,040 248,000 | 1,240,000 55,300 2,008,800 
Texas 1,066,529 8,900 1,780,000 | 237,000 948,000 8,430 522,600 358,500 | 1,792,500 275,000 9,900,000 
Total West So. Central | 1,907,321 30,030 6,006,000 | 319,560 | 1,278,240 | 14,7380 913,200 734,200 | 8,671,000 426,300 | 15,364,500 
Total for South 6,081,469 127,420 | $25,484,000 | 947,610 | $8,790,440 | 58,630 | $3,325,000 | 1,845,050 |$9,225,250 | 1,169,180 | $42,088,680 
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panies who have not made surveys, 
but have based their estimates on past 
experience and a knowledge of the 
territory and its characteristics, indi- 
cates that the latter have been over- 
conservative in preparing their esti- 
mates. 

This is indicated further by the fact 
that total anticipated appliance sales 
of three companies that have made 
the most complete customer surveys 
have averaged $100 per domestic cus- 
tomer as compared to the average of 
$55 reported for the entire sixteen 
states. 

A further indication that the overall 
results of the survey are conservative 
may be obtained by comparing the 


ELECTRICAL APPLIANCES IN THE SOUTH 





anticipated unit sales of major ap- 
pliances with actual sales in the South 
for the year 1941. This comparison is 
as follows: 


Appliance 1941 Postwar Year 
Refrigerators __... 803,640 766,290 
Ranges 160,843 179,880 
Washers -_ __....312,483 528,040 
—=« _......... 13,379 53,630 


This comparison indicates that the 
reporting sales managers are expect- 
ing sales of refrigerators and ranges, 
in the first postwar year without man- 
ufacturing limitation, to run about the 
same as experienced in 1941. A con- 
siderable increase is expected in washer 
and ironer sales. 






There is good reason to believe that 
sales in the first postwar year will be 
substantially better than experienced 
in 1941. There is a large replacement 
market; there has been a growing 
consciousness of the comfort and con- 
venience of modern appliances; and, 
what is more important, these con- 
sumer demands are backed by savings 
that far surpass any accumulated by 
the public in the past—in banks, 
bonds, insurance, and safety deposit 
boxes. It is not impossible, therefore, 
that the conservative estimates listed 
here may be found 25%, or even 
50%, short of the actual appliance 
sales total when appliances become 
available without limitation. 



































































































































* RANGES REFRIGERATORS ROASTERS ROOM COOLERS |SPACE HEATERS 
State and Rural | units | Dollars Units Dollars Units | Dollars | Units | Dollars Units | Dollars 
Delaware 64,612 7301 $ 102,980 5,890 |$ 907,060 730| $ 10,220 290 |$ 65,250 1,470 |$ 5,880 
Florida 400,895 20,700 | 2,918,700}  64,600| 8,408,400] 8,320 199/680 | 1,890| 425,250] 10,480 | 41,920 
Georgia 400,700 32,800 | 4,624,800] 56,100] 8,689,400] 8,820 79,680 710 | 159,750 6.490 | 25,960 
Maryland & D.C. 581,012 14,690 | 2/071,290 |. 72,300] 11,184,200 | _ 1,790 42960 | 4,900 | 1,102'500 2'410 | 9.640 
No. and So. Carolina 667,172 34.400 | 4/850,400 | 98,8300 | 15,138,200 | 8,950 214,800 750 | 168,760} 11,500 | 46,000 
Virginia 441,664 7.550| 1,064,550] 22600] 3,480,400 | 8,020 72,480 750| 168,750 7,550 | 80,200 
West Virginia 801,385 4/370 616.170]  36.900| 5,682,600 eo 3 bes ee gta st 
Total South Atlantic | 2,857,440 | 115,240] 16,248,840 | 346,690 | 53,890,260 | 26,130 619,820 | 9,290 | 2,090,250] 89,900 | 159,600 
Alabama 341,933 13,180 | 1,858,380]  30,800| 4,748,200] 3,000 72,000 | 2,440| 549,000 3,000 | 12,000 
Kentucky 381.219 8'100| 1/142'100]  53,600| 8.254.400] 4.560 109,440 | 5,010 | 1,127,250 2260 | 9,040 
Mississippi 177,344 9:370| 1'821'170] 28,100] 4.827.400] 7,000 168,000 | 5,600 | 1,260,000 4.200 | 16,800 
Tennessee 416,212 18,530| 2'612'730| 65,000} 10,010,000] 2,160 51.840 514| 115,650] 26,400 | 105,600 
Total East So. Central | 1,316,708 79,180 | 6,984,880 | 177,500 | 27,836,000 | 16,720 | 401,280 | 13,564 | 8,051,900 | 85,860 | 148,446 
Arkansas 191,385 1,930|  272,180| 23,100| 3,557,400] 2,310 | 55,440 580 | 130,500 380 | 1,520 
Louisiana 313,984 1/570 221:370| 28,700 | 3,649,800] 1.970 47,280 520| 117,000 1,370 | 65,480 
Oklahoma 385,428 5'800| 817,800] 48,800] 7,438,200] 15,880 381,120 |  1,240| 279,000 v8 me 
Texas 1,066,529 6.160 868.560} 147,000 | 22'688,000 | 23,200 556,800 | 18'100| 2,947500| 81,500 | 126,000 
Total West So. Central | 1,907,321 15,460| 2,179,860] 242,100| 37,288,400 | 43,360] 1,040,640] 15,440| 3,474,000] 38,250 | 133,000 
Total for South 6,081,469 | 179,880 | $25,863,080 | 766,290 | $118,008,660 | 86,210 | $2,061,740 | 38,294 | $8,616,150 | 109,010 | $436,040 
- No. Aver. 
Residential | TABLE APPLIANCES | VAC. CLEANERS | WASH. MACHINES |WATERHEATERS| State Sales tn 
State and Rural in Dollars us 
Customers | Units | Dollars | Units | Dollars Units | Dollars | Units | Dollars Gost. 
Delaware 64,612 10,300 1$ 51,500] 1,470 |$ 79,880] 1,470|$ 117,600 590 |$ 48,880 | $ 2,113,490 | $33.00 
Florida 400,895 151,600 | 909,600 | 18,050 974700 | 19'050| 1,524,000 | 15,380 | 1,261,160 | | 24,982,450 | 62.00 
Georgia 400,700 112,900 564,500 11,210 605,340 10,640 851,200 19,600 1,607,200 22,362,210 56.00 
Maryland & D. C. 581,012 71.500 | 357.500 | 34.400 | 1,857,600] 44,800] 3,584,000] 2,790 | 228,780] 30,040,850 | 52.00 
No. and So. Carolina 667,172 97,600 | 488,000 | 24,400 | 1'317'600 | 28,400] 1,872,000 | 19,700 | 1,615,400 | 36,584,780 "00 
Virginia 441,664 em : 37,700 | 2035'800 | 15,100| 1'208,000| 3,020 | 247,640] 10,609,780 | 24.08 
West Virginia 301,385 wa 17,800 961.200 | 106,900 | 8,552,000 430 | 35,260] 16,185,580 | 54.00 
Total South Atlantic | 2,857,440 243,900 | 2,371,100 | 145,030 | 7,831,620 | 221,360 | 17,708,800 | 61,510 | 5,043,820 | 142,768,540 | 50.00 
Alabama 341,933 87,300 | 436,500 | 25,530 | 1,381,320] 20,000] 1,600,000] 10,600 | 869,200] 15,918,300 | 47.00 
Kentucky 381,219 123500} 617,600} 25,800 | 1'366,200] 35,800| 2,864,000 | 2,500 | 205,000]  23,877,850| 61.00 
Mississippi 177,344 28,006 | 140,000] 16,900 912,600 | 32:050| 2°564,000| 6.650 | 545,800] 22,876,570 | 126.00 
Tennessee 416,212 111;600 | 558,000} 21/500 | 1,161,000 | 50:300| 4,024,000 | 12,720 | 1,048,040 | 29,818,040] 70. 
Total East So. Central | 1,316,708 350,400 | 1,752,000] 89,280 | 4,821,120 | 188,150 | 11,052,000] 32,470 | 2,662,540] 90,990,260 69.00 
Arkansas 191,385 28,900| 144,500] 5,780 312,120 | 9,630 770,400] 960 78,720 8,209,970 | 48.00 
Louisiana : 55.800 | 279,000] 8.350 450,900 | 25,800 | 2,024,000 980 80,360 | 11,414,450 | $7.00 
Oklahoma 335,423 214,000 | 1,070,000} 24'800 | 1,339:200] 49,600 8,968,000 207 16.974 | 23,888,584 | 71.00 
exas 1,066,529 36.400 | 182,000 | 53.400 | 2'sa3;600 | 84/000 | 6,720,000 | 2,670 | 218,940] 57,149,900 | 54.00 
Total West So. Central | 1,907,321 335,100 | 1,675,500] 92,880 | 4,985,820 | 168,580| 13,482,400] 4,817| 394,994]  100,662,854| 52.00 
_ Total for South 6,081,469 | 1,129,400 | $5,798,600 | $26,640 | $17,638,560 | 528,040 | $42,248,200 | 98,797 | $8,101,354 | $334,421,654 | $55.00 
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BILLION DOLLAR BUSINESS IN THE SOUTH 
FROM REA THREE-YEAR PROGRAM 


LECTRICAL firms of the South- 

ern states will have a billion dol- 
lar business right in their own back 
yard during the postwar reconversion 
period, if plans of the REA co-oper- 
atives are carried out as now proposed. 
In no other section is the picture so 
bright in this respect—or the need so 
great. 

Development of this great rural po- 
tential business will require some de- 
parture from trade practices common 
before the war, especially in the re- 
tailing and installation phases; but 
the business is there to be had, and 
it will be desirable business for those 
who go after it in a serious fashion. 

The accompanying tabulations 
showing the extent of the postwar 
business deal only with the expansion 
plans of REA-financed power systems. 
They do not take into account the 
work which private companies will 
do, using private financing. The com- 
panies have already announced plans 
for greatly increased rural line con- 
struction after the war. Around three- 
quarters of the farm connections un- 
der special WPB wartime regulations 
have been to REA-financed systems; 
if this ratio remains constant in the 


_ postwar period, all. estimates of post- 


war business may be increased one- 
third. 

There can be no question about the 
eagerness of rural people to have elec- 
tricity. Latest estimates show 2,175,- 
ooo farms in the 16 states of the 
South—from the Mason Dixon line 
to the plains of Texas—still without 
power. But the area showed an in- 


crease of 725,000: in the number of 


farms electrified during the decade 
since REA was created in 1935, and 


only the intervention of the war kept 
‘the increase from being much greater. 


The plans of the REA borrowers are to 
throw a network of lines over a well- 
defined area, providing electric serv- 
ice to everyone in that area who wants 
to take it. 

That program of “area coverage” 


is fundamental to the expansion plans 





*Acting Administrator, Rural Elec- 
_— Administration, St. Louis, 
o. 
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By William J. Neal* 


of the co-ops. They propose to start 
with a map, on which they plot every 
occupied rural structure still without 
power. Then the engineer retained 
by the co-operative gets the map with 
instructions to devise a power system 
—not power lines—to reach every 
place shown. The co-ops believe this 
to be good business, for several rea- 
sons. In the first place, the policy 
makes for much better design and 
engineering, which contributes to 
operating efficiehcy. In the second 
place, it gives a much greater volume 
to the operations of the co-operative 
at every stage. Not the least impor- 
tant is the broad base of commodity 
support which area coverage provides. 

While the engineers work on the 
specifications, the co-operative sends 
its solicitors, mostly volunteer work- 
ers who have recently acquired electric 
service themselves and want to share 
their experience with their neighbors, 
throughout the area to get signatures 
on membership applications and right- 
of-way agreements. (Instead of tak- 
ing a checkbook to pay for the ease- 
ments, they take receipt books to 
acknowledge $5 memberships; the 
right-of-way is usually donated! ) 

So, far, the response from the un- 
served rural people has been con- 
sistently greater than the expectations 
of the co-operatives. There seems to 
be little doubt of the co-ops’ ability 
to get the 2% to 3 connections to 
the mile which a southern rural pow- 
er line seems to need in order to be 
self-supporting. 

Farmers Have Savings 

Rural people, especially farmers, 
have enjoyed several years of high in- 
come. Because of wartime shortages, 
they have not been able to buy the 
goods and equipment they would ordi- 
narily have purchased. Thousands of 
farm families have little bundles of 
war bonds put away in an envelope 
marked “Bathroom” or “Electric 
Range.” Of course, farmers will buy 
other things than electrical goods; 
they will want new tractors and new 


barns and new cars and maybe a small 
bulldozer, or a share in one, for soil 
conservation such as terracing and 
building ponds. The competition 
among products will be rather keen. 

But for a year or two after the war, 
farmers will buy, with means now at 
their command, just about all the 
electrical goods which can be offered 
them. This is especially true of the 
approximately 50,000 southern farms 
added to co-op power lines under 
special wartime regulations. They 
have had almost no opportunity to 
acquire electrical appliances. 

REA believes that farmers’ initial 
electrical purchases after the’ war will 
be spread over a 5-year period. In 
the case of families without service, 
that period will start when they con- 
nect to the highline; since the co-ops’ 
expansion program covers three years, 
some of the business will be realized 
as much as eight years after the go- 
ahead sign. 

The postwar rural murket for elec- 
trical goods is only a starter. Success- 
ful completion of the must ambitious 
expansion program yet announced 
would still leave literally millions of 
rural people—largely in remote areas, 
it is true—still without service, and 
some day facilities to serve them must 
be built. The replacement market for 
rural line materials is already some- 
what greater than the market for new 
construction before REA. Even after 
the immediate postwar purchases have 
been made, appliance saturation on 
farms will still be somewhat lower on 
many lines than in city homes. Rural 
homes and farms need many electrical 
goods which city homes do not—such 
as water pumps, and wiring and fix- 
tures for poultry lighting—and they 
have business use for other appliances, 
over and beyond the “luxury” use of 
urban families. Radio, for example, 
because it brings weather reports. And 
refrigerators, which farm women us¢ 
to store eggs and cream until they 
accumulate marketable quantities. 

All these factors argue for careful 
and special consideration of the farm 
market, not only for the great post- 

(Continued on page 23) 
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OPA'S PRICING POLICY 


By Chester Bowles 
OPA Administrator 


(Editor’s note: We are printing 
here, in part, an article prepared by 
Mr. Bowles for business publications 
because we feel it is essential that our 
readers understand the reasons ad- 
vanced in behalf of OPA’s cost absorp- 
tion policy, and because we believe 
that business men generally should be 
prepared to make every reasonable 
sacrifice to help ward off further in- 
flation. Nevertheless, we question the 
validity of the argument that it can be 
left to any government agency to de- 
termine what margins should be ade- 
quate for retailers and wholesalers in 
different lines of trade, on all the 
varied items they handle.) 


fi DIFFICULT job of holding 
the line against inflation con- 
tinues to require teamwork between 
OPA and business. It will require the 
help of all Americans—housekeepers, 
farmers, laborers, office workers—for 
the savings, investment plans and liv- 
ing standards of all are at stake. 

The pressure of inflation increases 
with the length of the war. Some 
manufacturing costs are rising and 
careful planning and pricing are nec- 
essary to minimize price increases to 
consumers in order to forestall a gen- 
eral inflationary rise in prices. 

Most business men realize how 
quickly they would be involved in 
such disasterous inflation. An inven- 
tory boom could get going bringing a 
collapse of values and disappearance 
of profits. Business men would have 
no sound basis for planning peace time 
production and selling. They would 
be at the mercy of an unstable price 
situation. 

The pricing policy of OPA is not 
simply a cost-plus formula whereby 
every increase in wage rates and ma- 
terial prices is matched dollar for dol- 
lar by a corresponding increase in price 
ceilings at each succeeding level of 
production or distribution. Such a 
practice would not be price control. 
Costs would be bound to chase each 
price increase, and the inflation spiral 
we have worked for years to keep 
down would be on its giddy upward 
way. 
Cost absorption is the prime prin- 
ciple of price control. A number of 
consequences of war-time business 
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_losses, 


makes its use possible. Just because 
wages and material prices have gone 
up doesn’t necessarily mean that unit 
costs have gone up; for at the same 
time, many cost-reducing factors have 
been at work. 

Wartime conditions and wartime 
volume make possible the absorption 
of some actual cost increases; that is, 
a reduction in the margin between 
cost per unit and selling prices ac- 
tually realized. 

Profits before taxes of department 
and specialty stores have increased 
1039 per cent since 1936-39, years 
considered for measuring peacetime 
earnings. Profits in hardware stores 
have gone up 365 per cent during the 
same period. They have gone up 168 
per cent for small furniture stores, 
299 per cent for small apparel stores 
selling men’s wear, 249 per cent for 
variety chain stores. Comparable re- 
ports on earnings could be given on 
many other distributive trades. Of 
course, this is not the complete profit 
picture but our findings show no gen- 
eral hardship resulting from the 
OPA’s price control policies. 

Gross dollar margins have risen 
sharply for the wholesaler and retailer 
during the war. In many trades, nor- 
mal percentage markups have been 
added to higher buying prices allowed 
by OPA or coming from a shift to 
higher-priced lines. 

Simultaneously, operating expenses 
as a percentage of sales are down for 
these trades. There has been a marked 
decrease in selling costs, shipping and 
delivery costs, mark-downs, credit 
trade-ins, repossessions, and 
consignment selling losses. Net. profits 


before taxes have increased with high ° 


dollar gross margins and lower oper- 
ating expense rates. 
Ability to Stand Increases 

The distributive trades have ac- 
quired a capacity to withstand the 
impact of some increases in manufac- 
turers’ prices without corresponding 
increases in selling prices. 

Basic OPA policy regarding the in- 
dustry earnings standard and the prod- 
uct standard used from the beginning 
of price control, still applies. When 
there is an increase in a manufac- 
turer’s prices, OPA will not generally 


allow an increase in wholesalers’ and 
retailers’ prices if the industry earn- 
ing standard and the product standard 
are met. 

The industry earnings standard is 
met if the profits before taxes are as 
high as those of the designated peace- 
time period. 

The second standard, the product 
standard, is a more important and 
complicated factor to be considered 
in determining the ability of the dis- 
tributive trades to absorb cost in- 
creases. It is the standard applied to 
trades selling a number of commodi- 
ties so that the overall earning of the 
trade will not be the sole measure for 
setting the price of any given com- 
modity. 

When suppliers’ prices increase, 
OPA’s stand is that higher price ceil- 
ings of the wholesaler and retailer 
should occur only if the absorption of 
suppliers’ price increases would te- 
duce margins on commodities below 
the average cost of doing business. 

The second factor to be considered 
along with “expense rate” is the mar- 
gin on a commodity. Here again, the 
margin for each commodity must be 
the representative margin for a trade 
as a whole. 

With these two percentages, the 
trade’s “expense rate” and the trade’s 
margin, maximum absorption capacity 
on any particular commodity can be 
computed. The difference between 
margin and “expense rate” is that 
capacity. 

Example of Price Absorption 

For example, suppose manufactur- 
ers’ ceiling price for a certain type sofa 
bed has risen 5 per cent. OPA must 
determine what type store sells the 
most of these sofa beds. Suppose 
most of them are sold in furniture 
stores and that the current “expense 
rate” of furniture stores is 34 per 
cent. Then OPA must determine the 
average margin furniture stores ob- 
tain on that type sofa bed. Presume 
that margin is 43 per cent. Furniture 
stores then have a capacity to absorb 
an amount equal to g per cent of their 
selling price. 

The 5 per cent increase in manu- 
facturers’ prices is equal to slightly 
less than a 3 per cent increase on the 
retailers’ selling price. Retailers then 
could absorb the full amount and re- 
tain about a 4o per cent margin which 
would be well above the “expense 
rate.” 

Some wholesalers and retailers may 
become alarmed at the possibility of 
cost absorption equal to the difference 
between operating expenses and mar- 
gin being required on some commod- 
ities. Anticipating such absorption on 
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item after item, they foresee all profits * 
vanishing. It must be remembered, 
however, that the industry earnings 
standard also still applies assuring the 
trade profits before taxes at least equal 
to those of a peacetime period. 

So far, I have discussed cost ab- 
sorption on commodities which are 
usually marked on quite similar mar- 
gins by all sellers. On other commod- 
ities, however, margins vary very wide- 
ly among the different stores in which 
they are sold. These margin ranges 
tend to exist on commodities for 
which OPA control is the freeze type 
or the seller’s historical margin type. 

Because of the wide variety of mar- 
gins on some commodities, an in- 
dividual-firm basis for cost absorption 
is applied. On the firm basis, absorp- 
tion of a supplier’s price increase on a 
particular commodity will not be re- 
quired when such absorption would 
reduce the margin below the operat- 
ing “expense rate” of the firm. In 
such instances, the “expense rate” 
used is the seller’s own. 

Again we have to consider the “‘ifs” 


of this complicated problem. If cost 
absorption is required on a commodity 
selling at relatively similar margins in 
all stores, including those of freeze 
type of historical margin control, such 
absorption would be made on a trade- 
wide basis. 

The trade-wide “expense rate” is 
used as a measure for cost absorption 
on commodities sold under relatively 
uniform margins. The individual 
firm’s “expense rate” is used for com- 
modities having widely divergent mar- 
gins. 

The wholesaler and retailer com- 
bined will often have a capacity to 
absorb more than the manufacturer’s 
price increase. In that case, OPA 
will determine the fair amount each 
should absorb using these standards. 

There are several ways this division 
can be worked out. One is to con- 
sider the total dollar spread between 
factory and consumer. The percent- 
age of that amount which the whole- 
saler retains is the percentage of the 
cost increase he absorbs. The per- 
centage of the dollar outlay the re- 





tailer retains is his absorption per- 
centage. 

Presume that the manufacturer's 
ceiling price on a commodity has ad- 
vanced $1.00 per unit. Suppose also 
that the wholesaler and retailer have a 
combined capacity of $2.00 to absorb 
suppliers’ increases on that article. 
For example, say the range between 
the price obtained by the manufac- 
turer and the price paid by the con- 
sumer for this commodity is $9.00. 
Of this $9.00, the wholesaler retains 
$3.00, the retailer $6.00. Then the 
wholesaler would absorb 33 1-3 per 
cent of the $1.00 price increase, and 
the retailer would absorb 66 2-3 per 
cent. This example is an over-simplifi- 
cation of the problems that would 
doubtless be involved in actual dual 
absorption, but it is a method possible 
in some Cases. 

Should the manufacturer’s price in- 
crease on a commodity be more than 
the combined capacity of the whole- 
saler and retailer to absorb, each then 
absorbs the maximum, and the re- 
mainder is passed on to the consumer. 





REA 3-Year Program 
For the South 


(Continued from page 20) 


war flood of business but for the con- 
tinuing solid backing of repeat and 
follow-up trade. 

REA estimates that each farm al- 
ready connected will spend on an 
average of $40 for additions to its 
wiring and $300 for new electrical 
appliances; each rural non-farm resi- 
dence will spend $25 for wiring and 
$150 for appliances. Farms to be 
connected after the war will spend 
$145 for wiring and $400 for appli- 
ances; non-farm residences, $90 and 
$200. The division between farm and 
non-farm dwellings is arbitrarily on 
the present ratio of farm to non-farm 
consumers on REA-financed lines in 
the various states. Of the grand total 
shown, wiring will account for $133,- 
000,000 and appliances for $515,000,- 
ooo. Farms already connected will 
spend $280,000,000 more for their 
electrical installations, and rural homes 
to be served later will add $368,000,- 
000: 

The REA co-operatives in the 16 
southern states are preparing construc- 
tion which will cost $207,500,000 for 
lines and $83,600,000 for rehabilitat- 
ing present lines, financing consumer 
installations of wiring, plumbing and 


appliances, and some new generating 
and transmission facilities where nec- 


essary. They are prepared to com- 
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plete this construction program, if 
loan funds are made available, within 
three years. 

The accompanying table shows, by 
states, the expected expenditures. 

This table is as notable for its 
omissions as for what it contains. 
While it takes into account all farms 
presently having service, whether from 
REA-financed lines or power com- 
panies’, it does not include non-farm 
establishments now electrified. It does 
not include the rural dwellings which 
the power companies will add to their 
lines in the three-year period, and the 
cost of power-company construction. 

(Nationally, the Edison Electric 
Institute has announced a program of 
$200,000,000 for power company 
postwar rural construction, which 
bears about the same relation to the 
co-ops’ $585,000,000 plans as might 
be expected from the wartime division 
of farm connections. This program 
would involve consumer expenditure 
of $500,000,000—also roughly equiv- 
alent to the REA estimates). 

The most important omitted group 
is the rural establishments which are 
not dwellings. Schools, cross-roads 
stores, churches, cotton gins, hatch- 
eries, feed mills, sweet potato curing 
houses, rural machine shops, commu- 
nity lockers—thousands of them now 
exist, and hundreds of thousands will 
spring up after the war as the elec- 
tric lines march over the hills and 
up the valleys. The business they 


create and stimulate will be in addi- 
tion to what is discussed here. (The 
grand total of potential expenditures 
shown in the table is more than.$940,- 
000,000, and the omissions will push 
them far above the billion-dollar 
mark). 

In order to realize this business, dis- 
tributors will need to be alert. Too 
many dealers in the past were just 
order-takers, so far as the farm busi- 
ness was concerned. Electrical ap- 
pliance dealers had most of their busi- 
ness with city people; therefore, they 
gave their principal emphasis to sales 
methods which appeal to these cus- 
tomers. And those dealers who dealt 
normally with farmers didn’t know 
much about electrical merchandise 
and didn’t have enough of a market 
to make it worthwhile to find out. 

The postwar volume of rural elec- 
trical business is going to be great 
enough to warrant specialty treatment. 
Pole treating plants, for example, have 
long framed their stockpiles to tele- 
graph specifications; they would be 
better advised, now and for several 
years in the future, to frame to REA 
specifications. Retailers of domestic 
refrigerators—and the wholesalers who 
supply them—would do well to study 
just what a farm family needs in the 
way of a home freezer and kitchen 
refrigerator. 

Not the least of the business op- 
portunities inherent in the co-ops’ ex 

(Continued on page 78) 
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Fig. 1 


Lighting Homes of Tomorrow 


Hi. LIGHTING in the past 
has been purely functional and 
will probably remain so in the future. 
However, with the new lamps recently 
announced—both circular and _ hot- 
cathode slimline fluorescents—to sup- 


Fig. 3 





plement the standard line, the possi- 
bilities of obtaining adequate illumi- 
nation in fixtures that will enhance 
the beauty of their surroundings are 
infinite. In addition to providing 
general lighting, lamps will be re- 


Fig. 4 





cessed in ceilings and furniture, 
mounted in valances, and combined 
in fixtures to give decorative effects to 
living rooms, bedrooms, and dining 
rooms. 

Straight fluorescent tubes have gen- 


Fig. 5 
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Fig. 2 


erally been limited in home applica- 
tion to kitchens, laundrys, playrooms, 
work shops, bathrooms and dining 


rooms. Circular fluorescent lamps 
will no doubt be used in ceiling fix- 
tures as well as in table and floor 
lamps. Announced in wattages of 20, 
30 and 4o watts, the lamps will be 
made in outside diameters of 8%, 
12% and 16 inches respectively. They 


Fig. 6 
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can thus be mounted one within the 
other in flat modern luminaires or 
tiered to fit the shades on conven- 
tional portable fixtures. 

Another trend points toward the 
increasing use of light for decorative 
purposes. Valance lighting is not new 
but will be given impetus by the new 
long thin lamps. These may also be 
used over mirrors and as integral parts 


Fig. 7 





(Drawings courtesy of Westinghouse) 


of bookcases to provide both local 
lighting and decoration. Various col- 
ors may be used if desired, but the 
most popular for home use will con- 
tinue to be the white, soft white, and 
daylight. 

Ceiling fixtures utilizing the new 
circular fluorescent lamps will find 
many applications in the home. The 
adaptability of circular lamps to stand- 


Fig. 8 





ard fixtures now in production may 
involve but a few changes by the fix- 
ture designer. Some of the probable 
postwar installations of fluorescents in 
the home are shown in the accom- 
panying illustration and described in 
the following paragraphs. 


Explanation of Drawings 


Figure 1. This kitchen of 194x is 
custom built, with lighting an integral 
part of the equipment. General light- 
ing is provided by a fixture utilizing a 
silvered bowl reflector lamp, while a 
continuous row of fluorescent lamps 
are recessed over the sink, range, and 
breakfast corner. This recesser light- 
ing provides the highest footcandle 
illumination in the work areas where 
it is needed. 

Figure 2. A fluorescent ceiling fix- 
ture, designed as an integral part of 
the plaster motif, provides general 
lighting for this postwar dining room, 
and at the same time highlights the 
table. Concealed behind valances at 
opposite ends of the room are straight 
tubes which bring out the color and 
texture of the wall treatment. 

Figure 3. Circular fluorescent lamps 
combined with an incandescent re- 
flector bulb provide soft “down light- 
ing” and plenty of indirect illumina- 
tion to light up the rest of this break- 
fast nook. These new bulbs will be 
used in many types of cciling and 
wall fixtures throughout the house. 

Figure 4. Circular fluorescent tubes 
offer infinite possibilities to the de- 
signers of portable table and floor 
lamps. Since they will be available 
in three different diameters, they can 
be tiered, mounted one above another, 
or arranged in concentric circles. They 
can be used as illustrated, either alone, 
in combination with the conventional 
diffusing bowl and __ incandescent 
lamps, or with an incandescent re- 
flector bulb. 

Figure 5. Mounted behind frosted 
glass panels in this triplicate dressing 
table mirror, straight fluorescent 
lamps are positioned to throw out 
even lighting from both sides. Of 
the eight different colors of fluore- 
scent lamps, the white, soft-white, 
and daylight are most acceptable for 
home use. 

Figure 6. Of unique design for 
milady’s dressing table are these por- 
table boudoir lamps utilizing both cir- 
cular and straight fluorescent tubes. 
A decorative affect is created by the 
straight bulb set inside the ribbed 
glass stem, while circular tubes under 
the shades add additional light for 
make-up. 


Figure 7. A circular fluorescent - 


lamp in a “jelly mold” reflector is 
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hidden from direct view by this bath- 
room mirror. White matte finish in 
the lining of the reflector distributes 
the light evenly on the face and 
neck. This same scheme might be 
used around small mirrors and pic- 
tures in the living room for a dec- 
orative affect. 

Figure 8. Probable types of ceiling 
fixtures making use of the circular 
lamps. 


New Bases Designed for 
Slimline Fluorescent Lamps 


be new Slimline lamps are so- 
called because they are longer 
and more slender than the present 
standard line of fluorescent lamps. 
They are of the high efficiency hot 
cathode type, as are the other fluore- 
scent lamps but are designed for “in- 
stant start” operation without start- 
ers. They can be operated at various 
levels of wattage output and bright- 
ness. The compact cathode and base 
structure of the lamps results in the 
maximum continuity in the line of 
light formed when the lamps are 
mounted end to end. 

The high degree of electrical and 
mechanical safety provided by stand- 
ard Mazda F lamps has also been 
made available in the new lamps 
through careful design of the Slimline 
lamps and particularly of the new 
Slimline bases. The sturdy base pin 
has great mechanical strength and this 
in combination with the base shell, 
which also enters the holder, serves 
to hold the lamp securely in the 
fixture. 

Electrical safety is provided by the 
design of the metal base pin which is 
to be used in combination with spec- 
ial lampholders provided with a “safe- 
ty contact well.” The pin is only 
5/16” in diameter so the fingers 
cannot readily touch the contacts in 
either lampholder. In addition to this, 
one holder contains a device which 


breaks primary circuit when the lamp 
is removed and thereby provides two- 
fold safety in the system. The mul- 
tiple operating circuit is shown dia- 
gramatically in Figure 1. 

With the high efficiency hot ca- 
thode used, “end losses” are reduced 
to a minimum which results in the 
extremely high lumen per watt values, 
Because of this, long slim lines of 
light can be used for illumination as 
well as for effect lighting. 

The “instant start” system of oper- 
ation can be used with these new 
lamps without shortening lamp life 
due to recent developments in hot 
cathode design. No _ starters are 
needed, there is no delay in starting 
and at the end of life there is no 
blinking of the burned out lamp. 

Slimline lamps eventually may be 
operated in series as well as in mul- 
tiple circuits. The lamp base in con- 
junction with the holders shown in 
Figure 2 provides adequate safety for 
multiple use, but for series operation 
an adapter will probably be used to fit 
over the base so the fingers cannot 
touch the base pin when handling 
the lamp. The details of lamps and 
auxiliaries for series circuits have not 
yet been established. 

Lead-lag systems will probably be 
used in multiple circuits in order to 

(Continued on page 78) 
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¢ MARCH, 1936, a young man 
who had left school at an early age 
and had spent the 20 intervening years 
in working for the other fellow, finish- 
ing as manager of one of the largest 
electrical contracting firms in the 
southwest, determined to start out for 
himself. How well he has succeeded in 
this respect may be better determined 
from the fact that, during these eight 
years, he has built up his business 
from a small, uncertain start until it 
is one of the largest and most complete 
electrical contracting and merchandis- 
ing firms in the South. He owns the 
building which houses his business, he 
has built up a good capital reserve, and 
he has established himself among the 
leaders in this business. 

The man is Theodore Telotte, 
owner of the Telotte Electric Com- 
pany, of San Antonio, Texas, and the 
story of how he built up his business 
is not only an inspirational one, but 
one which any dealer or contractor 
may read with interest and profit. 

Discussing his experiences, Mr. Te- 
lotte said: “In establishing any busi- 
ness, if that business is to grow and 
prosper, certain practices and princi- 
ples must be set up which will govern 
its activities and operations, and these 
must be rigorously followed through 
in all work to insure good returns. 

“The first of these is an understand- 
ing and appreciation of the value of 
the American dollar. There are hun- 


HOW TO BUILD AN ELECTRICAL BUSINESS 


A successful contractor-deal- 
er, of San Antonio, outlines 
the policies and practices that 
have brought success to his 
organization despite wartime 
conditions. 


dreds of cases where men have saved 
up money and started in business for 
themselves, only to fail because they 
did not carefully weigh each dollar 
taken in, control all operation costs, 
and invest the balance in such a man- 
ner that it would bring good returns. 
By doing this, the time is shortened 
to a point where this money works for 
you, you become established, and the 
business moves along more smoothly. 

“Secondly, many contractors go in- 
to business on the assumption that 
other men will do the work and they 
can sit back and enjoy the earnings. 
This has always been against my policy. 
By that I mean that I do not have any 
foremen or superintendents on the 
contracts awarded us. I personally 
supervise every job, and, when the 
work is finished, I can go to the owner 
and assure him that the work is well 
done. 

“I have found this policy much 
more satisfactory. The owner has more 
confidence in you and the work if he 
knows that you are taking a personal 
interest in seeing that it is done right. 
To this, I should like to add that we 
use the best of materials, equipment, 





Partial view of the Telotte display floor with Mr. Telotte at his desk 
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and workmen. These, added to the 
personal supervision, guarantees the 
owner that he is getting the best. He 
has confidence in you, and, when the 
word gets around that these are your 
policies, builders and contractors seek 
you out and soon the business is es- 
tablished on a _ sound, profitable 
foundation. 

“The first years were not easy ones. 
Regardless of the fact that I had been 
associated with electrical contracting 
for twenty years before I started out 
for myself, I soon discovered that there 
were many things that I had to learn, 
many problems arose that required 
individual decisions, there was no one 
to go to, and I had to put in some 
heavy hours before arriving at a sound 
solution. 

“One of these was the question of 
quality. Contractors and __ builders 
would come to me and say they would 
like to give me a contract, but my fig- 
ures were a little high. Wouldn’t it 
be possible to trim them down a bit? 
I went over my figures again and again, 
and knew that they could not be cut 
without sacrificing those principles 
that I had established—good materials 
and good workmanship. It was a tough 
problem, for I needed some of that 
work. But I determined that I would 
stand by my principles, and I did. 

“This brought about another prob- 
lem. Through the loss of these con- 
tracts, together with periods when gen- 
eral business was slack, there were days 
when things looked pretty dark. What 
could I do to bring in business? What 
could I do to bring in money when 
the contracting work was slack? 

“I met the problem by putting in a 
complete line of electrical supplies 
and appliances. We started with a 
small stock, but as fast as this mer- 
chandise was sold, all the money was 
put back into the purchase of replace- 
ments. Now we have a complete line 
of electrical contracting supplies and 
household appliances. 

“Our merchandising department has 
been enlarged until we now have 
everything needed in the home from 
a small light bulb or fuse to a major 
appliance. The department is headed 
by Mrs. Mabel Kroesche, who has had 
many years experience in the merchan- 
dising of these products. ‘The employ- 

(Continued on page 78) 
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Maintaining Industrial 


Electrical Equipment 





Part 5—Commutators* 





Bg ging maintenance of 
industrial size motors can be 
made easier when an understanding 
exists of what goes on in the motor. 
A commutator, being an assembly of 
many parts, is only good as long as 
all of the parts stay in the same me- 
chanical location with respect to each 
other. If one or two bars move out 
of place with respect to the others, 
the commutator becomes rough and 
sparking will occur when they pass 
under the brushes. 

Practically all commutators used in 
industrial machinery in sizes above 1 
horsepower are of the vee type. In 
such a commutator, a _ vee-shaped 
groove is machined in each end of 
the copper commutator bars and sep- 
arating mica segments. A correspond- 
ing inverted vee is machined at the 
back end of thé commutator bushing 
and in a separate retaining ring that 
assembles at the other end of the 
bars. The bars are clamped between 
the two vee rings and are insulated 
from them by a molded mica vee ring. 

The machining of the vee ring on 
the bushing and steel retaining ring 
must bear a definite relation in radius 
to the machining of the vee grooves 
in the bars. Before assembly, the 
steel vee rings have a slightly smaller 
diameter than the vee grooves in the 
bars. When assembled, the pressure 
applied to the steel retaining vee ring 
draws down on the inner edge of the 
vee groove of the commutator bars as 
indicated by arrows marked “B” in 
Figure 1. This reduces the diameter 
of the assembled segments and there- 
by places them in arch binding. 

It is also important to have the 
upper edge of the vee groove, as indi- 
cated by arrows marked “A” in Figure 
1, make firm contact with the mica 
vee rings and the commutator steel 
parts. ‘This provides a seal against the 
entrance of dirt at the edge of the 
bars and also puts an outward stress 
against the tips of the bars. With 
this initial stress in the ends of the 
bars they are less likely to be thrown 
outward due to centrifugal force when 





*This article is adapted from infor- 
mation prepared by engineers of the 
Westinghouse Elec. & Mfg. Co. 
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the commutator rotates. The ends of 
the bars will not move until the out- 
ward stress due to the centrifugal 
force exceeds the initial stress in the 
bars. 

The necessary elasticity to compen- 
sate for expansion and contraction in 
the commutator resulting from dif- 
rent temperatures is provided in the 
mica. The strain placed upon the 
mica segments in compression must 
be such that the bars are held firmly 
together when the commutator is cold 
and must be within the elastic limit 
of the mica when the commutator is 
hot. The rise in temperature of the 
commutator is of course accompanied 
by the expansion of the copper in all 
directions. The chief concern is with 
the expansion that occurs in the bars 
circumferentially. If the commutator 
has especially long bars some provision 
must be made to absorb the expan- 
sion along the length of the bar. 

Both the mica segments and the 
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mica vee rings are made up from flake 
mica which has a diameter of about 
1%”. The flakes are held together 
with shellac. The built-up mica parts 
are thoroughly pressed and baked be- 
fore they are assembled with the other 
parts of the commutator. 

All commutators should _ be sea- 
soned after assembly with new mica 
parts. The purpose of the seasoning 
is to drive out all excess shellac at the 
pressure points. This can be done 
with one heating and tightening but 
a much better job results when the 
operation is repeated several times. 

An oven in which commutators are 
seasoned should be held at a temper- 
ature between 160° and 180° Cen- 
tigrade. The temperature of the com- 
mutator should not be permitted to 
exceed 150° Centrigrade or slippage 
of the mica flakes will occur when 
pressure is applied. These mica flakes 
will come out above the surface of the 
bars. There is no danger of anneal- 





Intimate contact between ,brush and commutator is assured when brushes 
are carefully sanded in with No. 0 or No. 00 sandpaper. Paper is placed 
sanded face up and held firmly against the commutator, then pulled circum- 
ferentially in the direction of rotation; not across the brush face. Return 
stroke should be made with the brush lifted from the surface of the sand- 
paper. Never use emery cloth as metallic particles can short out the commu- 
tator bars and puncture the film surface. This brush-holder is of the double 
brush type. 
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Figure 1—Cross section of commu- 


tator showing vee type construction. 


ing the copper which has been cold 
worked to obtain hardness at these 
temperatures. Cold worked copper 
will not anneal until temperatures 
above 200° Centrigrade are encoun- 
tered. 


Cause of Commutator Trouble 


Commutation is a maintenance 
problem because of the damage done 
to the commutator by the brushes. 
Sparking at the brushes, if at all se- 
vere, results in burning the surface of 
the commutator and causing the 
brushes to ride poorly. The effect is 
cumulative and continues until the 
sparking becomes so bad a flashover 
may occur and as a result, the ma- 
chine must be withdrawn from service 
and repaired. 

The sparks occuring at the brush 
result when the current is reversed in 
a coil as the bars, to which its leads 
are attached, pass under the brush. 
The time of this reversal is extremely 
short and therefore high reactance 
voltages are set up. ‘To overcome the 
adverse effects of these high voltages, 
a commutating pole or interpole is 
frequently used to set up a voltage 
from the coil in which the current is 
being. reversed to counteract this re- 
actance voltage. If it were possible to 
completely compensate for this re- 
actance voltage no sparking would oc- 
cur at the brushes, providing the com- 
mutator is smooth and the brushes 
tide evenly. 

Occasionally every third bar around 
the commutator shows smut while the 
two bars in between have a normal 
color. This can happen where there 
are three bars per slot. In the case 
where there are four bars per slot 
every fourth bar is sometimes found 
blackened. This is due to improper 


ELECTRICAL SOUTH for MAY, 1945 


strength of the commutating field or 
improper shape of the face of the 
commutating pole. 

The commutating condition for 
each of the three conductors in the 
slot are different. The energy set up 
by the reversing of the current in coil 
“A” in Figure 2 is partially transferred 
to the coil “B” by mutual inductance. 
When coil “B” starts its commutation 
it has a chance of unloading part of 
its energy to coil “C,” but when coil 
“C” is commutated there is no place 
to deliver the energy, therefore it is 
more likely to deliver it as an impulse 
through the brushes. This impulse, 
of course, may show up as a spark or 
an arc of very short duration. 

Since the commutating condition in 
the three coils is different the com- 
mutating pole design can only be 
made to take care of the average con- 
dition and the inherent energy ab- 
sorbing capacity of the brushes must 
be relied upon to take up the differ- 
ence between the average and the 
peak values of voltage. If the strength 
of the interpole is not adjusted for 
this average the strength of the peak 
energy is apt to be greater than can 


.be absorbed by the brush. Obviously, 


this peak will be excessively strong in 
only one coil of the group in the slot. 
Such a condition can be eliminated 
by correcting the strength of the in- 
terpole flux. 

An inherent characteristic of carbon 
brushes that ride upon a moving com- 
mutator is the drop of one volt be- 
tween the face of the brush and the 
surface of the commutator. This volt- 
age drop varies slightly with current, 
but for all practical purposes it may 
be considered as one volt. Some 
brushes have much higher contact 
drop than this, while others, such as 
the copper-graphite brushes, have 
much lower contact drop; but these 





Figure 2—Cross section of rotor 
showing coil arrangement in slot. 


will not be considered here as they 
are used in very special applications. 
As mentioned before, this one volt 
drop provides a cushion to absorb the 
energy set up by the armature coils 
being commutated that is not fully 
naturalized by the commutating poles. 
The density of the current in the 
brushes does not follow a hard and 
fast rule. Modern electro-graphitic 
brushes will operate satisfactorily with 
densities up to 65 amperes per square 
inch continuously. However, accepted 
practice holds this density to between 
40 and 50 amperes per square inch. 
Many cases have arisen where re- 
sponsibility for poor commutation is 
blamed on high density and additional 
brushes have been insisted upon. 


Number of Brushes 


There is no evidence to support the 
contention that an increased number 
of brushes, when applied only for the 
sake of reducing the current density, 
has been beneficial. Additional brushes 
may however improve the mechanical 
contact problem and thereby be bene- 
ficial. For example: If a motor has 
but two brush arms with only one 
brush per arm, a great improvement 
can be obtained by adding one or two 
more brushes per arm (see Figure 3) 
because it isn’t likely that all the 
brushes with the same polarity will be 
off the commutator at the same in- 
stant. This does happen however, in 
the case of one brush per polarity. 

The question of the proper hard- 
ness of brush arises frequently. The 
softer brushes are more likely to re- 
sult in better commutation. This is 
thought to be due to the fact that 
they wear away more rapidly and 
present a fresh face to the commu- 
tator and therefore maintain a higher 
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contact drop. However, soft brushes 
have two distinct disadvantages; one 
is that they wear away more rapidly; 
and the other is that they are more 
easily chipped or broken where there 
is any vibration or pounding present. 

It is imperative to use hard brushes 
on applications where there is any 
considerable amount of vibration, 
such as a motor driving a load through 
spur gears. Gears introduce a high- 
pitched vibration into the motor ar- 
mature which results in chattering of 
the brushes. Soft brushes will break 
up under this chattering and are un- 
satisfactory. The hard brush, how- 
ever, does not wear away as rapidly as 
the soft brush and therefore develops 
a glaze on the face that is not par- 
ticularly conducive to good commu- 
tation. 


Advantages of Double Brush 


The invention of the double brush 
holder has resulted in a marked im- 
provement in commutation (see illus- 
tration). This brush holder increases 
the likelihood of more brushes being 
in contact with the commutator at 
any instant and also provides a longer 
path through which the short-circuit- 
ed currents of the armature coils un- 
dergoing commutation must travel. 

The importance of having several 
brushes per polarity cannot be over- 
emphasized. Motors of 5 horsepower 
or larger should have at least two 
brushes per polarity. If one brush 
is knocked off the commutator the 
other one is in contact and carries the 
current. If all the brushes of one 
polarity are jarred from the commu- 
tator there is certain to be an arc 
formed between the brush and the 
face of the commutator in order to 
carry the current. 

This problem is particularly true on 
machines that have two brush arms, 
or one brush arm for each polarity. 
The motor having but two brush arms 
cannot possibly commutate as well 
as one having four arms. With two 
brush arms all of the brushes for one 
polarity are in contact with the same 
bars in the commutator. The chances 
of them being disturbed simultaneous- 
ly are very great. ‘This should not be 
taken to mean that it is impossible to 
operate motors with only two brush 
arms. The necessary crowding some- 
times found in certain types of ma- 
chinery makes it highly desirable to 
use but two brush arms. However, 
the fact still remains that the machine 
would operate better from the stand- 
point of commutation if it had four 
brush arms, or two per polarity. 

It is quite easy to replace an old 
brush with a new one and walk away 


30 


from it and let it wear itself so that 
its face has a contour agreeing with 
that of the commutator. This is par- 
ticularly true if several brushes are be- 
ing replaced simultaneously and espe- 
cially so if they are all being replaced. 
Sparking with its resultant burning of 
the commutator is sure to occur if un- 
fitted brushes are applied to the ma- 
chine. 

The brushes should be sanded to 
the contour of the commutator by 
first grinding the face of the brush 
with rough sandpaper placed between 
the commutator and the brush as 
shown in Figure 3. The sandpaper 
should be ‘pulled in the direction of 
rotation. At the same time it should 
be held firmly against the face of the 
commutator. The return stroke should 
be made with the brush lifted from 
the surface of the sandpaper. 

After the rough grinding has been 
finished and the brush has the gen- 
eral shape of the surface of the com- 
mutator, the remainder of the grind- 
ing should be done with fine sand- 
paper. While it is permissable to ap- 
ply additional pressure to the top of 
the brush during the rough grinding 
only the pressure of the brush finger 
should be used during the finish sand- 
ing. 

It is impossible to grind in brushes 
so they will have a polished face be- 
fore the machine is operated. How- 
ever, a simple check can be made to 
determine whether the brush has been 
ground in satisfactorily. When it ap- 
pears that the brush has been ground 
in properly, the machine should be 
operated for one or two minutes and 
then shut down. If upon observation 
of the face of the brush polished 
streaks are apparent between the trail- 
ing and leading edges, and these 
streaks form a uniform pattern all the 
way across the width of the brush 
face, a proper job has been done and 
the machine can be operated without 
fear of trouble so far as this grinding- 
in operation is concerned. 


Operating Problems 


There are a number of problems 
that must be faced relative to the 
operation of motors. One is the rid- 
ing of the brushes on the commuta- 
tor. Commutators are never perfect- 
ly round. Even when new the manu- 
facturer allows a tolerance of about 
001” eccentricity. If the machine 
has operated for a time the eccen- 
tricity, combined with other irreg- 
ularities, may reach .002” or. .003”. 
Carbon brushes have a resiliency that 
makes them particularly well suited to 
follow these irregularities. They must 
absorb the movement of the commu- 
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tator face to a degree without moving 
the entire brush to the same degree. 
The brush acts as a sort of a spring 
so that it contracts and expands itself 
in following the irregularities of the 
commutator. Some of this motion of 
course reaches the pressure finger and 
results in a slight motion up and 
down. 

The chocolate brown color so high- 
ly desired on the face of the com- 
mutator is in reality an ozide film 
which has been layed down by the 
brushes. The presence of this film 
helps to reduce the friction between 
the commutator and_ the brushes. 
However, conditions arise sometimes 
when this film is irregular and un- 
even. This results when the brush 
density is less than about 5 amperes 
per square inch and may be encoun- 
tered when a machine operates for a 
considerable period of time without 
load. 

The effect of this irregular film is 
to make the brushes chatter. Spark- 
ing and consequent burning may oc- 
cur and the brushes may chip and 
break up. Regardless, operating con- 
ditions may make it necessary for a 
machine to run at light load for con- 
siderable periods of time. To insure 
a satisfactory film under such condi- 
tions select a brush that has a slight 
abrasive in it. This will permit a 
proper film to be deposited on the 
commutator, yet there will be suffic- 
ient scouring action to keep it smooth 
and even. 

The presence of uneven film on a 
commutator can be detected by feel- 
ing the brush as it rides the com- 
mutator. If it feels rough, sandpaper 
the commutator as this removes the 
film entirely. If it feels smooth after 
sanding the evidence is conclusive that 
it was irregular film that caused the 
vibration of the brushes. If, however, 
the sanding operation did not result 
in a change of vibration of the brushes 
then the conclusion can be drawn that 
such vibration was not due to film but 
to irregularity in the surface of the 
commutator. 

Frequent sanding and grinding of 
the commutator should be avoided if 
at all possible. Sanding a commutator 
is not too harmful, but grinding with 
a hand stone is particularly injurious 
because this action actually cuts away 
small particles of copper. These par 
ticles of copper can be, and some al- 
ways are, drawn into the windings of 
the armature where they can cause 
shorts and grounds. This danger 1s 
particularly great in machines that 
have open risers between the bars and 
the ends of the armature coils. It 

(Continued on page 77) 
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5 Tin: Threading pipe with a die stock is a 
ticklish job—a good grip is important. Old-timers know 
the trick of putting a few turns of U. S. Security Friction 
Tape on the handle. Result: a safer, easier grip, faster oper- 
ation. Keep Security Tape within reach wherever you're 
working. It’s a great little helper. 


Play Safe-Use Security 


Listen to *‘Science Looks Forward’’— new series of talks by the 
great scientists of America—on the Philharmonic-Symphony 
program. CBS network, Sunday afternoons, 3:00 to 4:30 E.W.T. 


UNITED STATES RUBBER COMPANY 


1230 Sixth Avenue « Rockefeller Center * New York 20, N. Y. 
in Canada: Dominion Rubber Company, Ltd. 


SERVING THROUGH SCIENCE 
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WAR PRODUCTION BOARD SERVICE GUIDE 





Prepared by the Electrical and Mechanical Repair Section, 
Service Trades Division, OCR, WPB. 


F Nees REPAIR SHOPS and con- 
tracts engaged in maintenance 
and repair work are subject to a 
number of War Production Board 
regulations made _ necessary by the 
need for controlling materials so that 
the Armed Forces may be properly 
supplied. This bulletin is not de- 
signed to replace any WPB orders or 
regulations. It is, instead, a guide to 
them and the regulations themselves 
should be consulted in every case. 
Copies of all orders and regulations 
may be obtained without charge from 
the nearest WPB office. In addition 
to giving the repair man or contractor 
copies of the regulations he needs, a 
WPB representative will always be 
glad to talk over materials and serv- 
ice problems with him in person. He 
knows the importance of the work, 
the problems to be faced, and how 
they can be met. 

The information contained in this 
guide was up to date as of March 
23, 1945, but it must be remembered 
that as the demands of war and the 
supplies of . materials and products 
change, WPB is forced to keep in 
step by changing its regulations ac- 
cordingly. Therefore, it is well to 


keep abreast of changes. Many of 
them may be of considerable benefit 
to the repair man. The best way of 
keeping up to date is to call on the 
nearest WPB office occasionally. 

If you are in doubt as to the loca- 
tion of a WPB district office at which 
you can obtain assistance, ask your 
Chamber of Commerce or write to 
the War Production Board, Wash- 
ington 25, D. C., for the location. 

The following material is divided 
into sections covering controlled ma- 
terials, motors, refrigeration and air- 
conditioning, solder, radio repair parts, 
repair parts and materials in general, 
use of the customers’ ratings for main- 
tenance and repair work, construction, 
tools and special equipment, a listing 
of the principal WPB orders con- 
trolling electrical repair and main- 
tenance equipment, and a summary 
of the ways of obtaining materials. 


Controlled Materials 


CMP Regulation gA tells how tre- 
pairmen can get limited amounts of 
controlled materials (copper, steel and 
aluminum in controlled materials 
form, including copper wire and cable 
and copper tubing) for civilian main- 


tenance and repair jobs, and also 
the rating they can use to get other 
materials and parts. 

This regulation also tells how cer- 
tain repair shops which do industrial 
work, including motor rewinding, 
may get permission to use the allot- 
ment symbol S-1 to purchase larger 
quantities of controlled materials. 

A way that shops servicing indus- 
trial and commercial refrigerating and 
air conditioning systems can obtain 
controlled materials by using a spec- 
ial MRO allotment symbol and cer- 
tification is specified in Order P-126. 

Repairmen working with metals 
should read WPB Orders M-9+, 
M-9-c-4, and M--126, which contain 
certain restrictions on the uses of cop- 
per and steel respectively. In order to 
find the conditions under which cop- 
per or copper base alloy pipe, tubing or 
fittings may be installed for cooking, 
heating or plumbing purposes, consult 
M-9-c-4. Schedule VI of L-126 also 
contains restrictions on the use of 
copper base alloy pipe or tubing in 
service connections for industrial and 
commercial air conditioning or refrig- 
eration systems. 

Interpretation 1 of CMP Regula- 








Summary of Suggested Ways for Contractors and Non-Essential Repair Shops 
to Obtain Materials for Their Maintenance and Repair Work 


Nature of Work 

1. For businesses specifically listed in 
CMP Regs. 5 and 5A. 

2. For businesses not specifically listed 
in CMP Regs. 5 and 5A. 


(1) For larger maintenance and repait 
jobs. 


(2) For small maintenance and’ repait 
jobs. 


3. For civilian, maintenance and repait 
work. 


4. For industrial and commercial refrigera- 
tion and air conditioning equipment. 


How to Obtain Controlled Material Items 


By using customers MRO Allotment 
Symbol. See (g-1) of CMP Reg. 5 and 
(h) (2) of CMP Reg. 5A. 


Customer may file WPB-541 for right to 
use customers’ MRO Allotment Symbol. 
See (j) of CMP Reg. 5 and (k) of CMP 
Reg. 5A. Repairmen can use Allotment 
Symbol of CMP Reg. 9A if he wishes. 


By using Allotment Symbol of CMP Reg. 
9A. 


By using Allotment Symbol of CMP Reg. 
9A. 


By using MRO symbol of P-126 (allot- 
ment symbol of CMP Reg. 9A may be 
used if repairman wishes). 


Other Material and Items 


By using customers MRO rating. See 
(g-1) of CMP Reg. 5 and (h) (2) of 
CMP Reg. 5A. 


By using rating assigned by CMP Reg. 9A. 


By using rating of CMP Reg. 9A. 
By using rating of CMP Reg. 9A. 


By using proper rating of P-126 (Prefer- 
ence rating of CMP Reg. 9A may be 
used if repairman wishes). 
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Small Air Circuit Breakers 
Busway or Busduct 


until 6-30-45) 
Copper Restrictions 


Motors, under 1 H.P. 

Motors, 1 H.P. and up 

Motor Controllers 

Radio Tubes and Parts 

Refrigeration and Air Conditioning Service 
Secondary Distribution Equipment: 


Entrance Equipment 
Electrical Appliances 
llectrical Ranges, Domestic 


Copper Wire for Retailers (Suspended 2-15-45 
Copper Wire and other Material for Repairmen 


I'xcess, Idle or Surplus Materials and Products 


Safety Switches, Breakers, Pancl Boards, Service 


List of the Principal WPB Orders Controlling Products and Materials 
Used by Electrical Repairmen 


L-300 . Elevators and Escalators L.-89 
L-273 Fans, Blowers, Exhausters L-123 
Portable Fans L-176 
CMP-9 — Fluorescent Lighting Fixtures L-78 
CMP-9A _ Fuses 1-161 
M-9-c and M-9-c + Maintenance, Repair and 
oe 5 Operating Supplies CMP-5 and CMP-5A 
291 Refrigerators, Domestic, Mechanical L.-5-< 
1.250 Stcel Restrictions — M-126 
1-265 ‘Tools: Hand Service K-6 
P-126 and L-38 Light Power-Driven L-237 
Universal Portable Electric (Schedule 1) L.-216 
Vacuum Cleaners (Domestic) L-18-b 
L-315 Wiring Devices L-277 
L-65 List of Items not obtainable by Blanket MRO 
L-23-b Ratings and Ratings of CMP Reg. 9A PR-3 





tion gA emphasizes that the rating 
given to repairmen by it cannot be 
used to get any “complete item ordi- 
narily used by itself.” However, ac- 
cording to press release of March 10, 
1944, new fractional horsepower mo- 
tors, to be used for maintenance and 
repair replacement purposes in me- 
chanical refrigerators, washers, pumps 
and other machines, are considered 
repair items and may be ordered from 
suppliers or motor dealers with CMP 
Regulation gA ratings. Such rated 
orders must be honored in accord- 
ance with the rules prescribed in 
Priorities Regulation No. 1. 

Rules for the purpose of new frac- 
tional horsepower motors to be used 
for replacement purposes in commer- 
cial refrigeration and air conditioning 
equipment will be found in Order 
P-126. 

Another point that should be noted 
is that according to paragraph (b) 
(10) of Order L-123, no preference 
rating is delivered to a householder 
or other user solely for replacement 
of a used one which needs repair and 
the seller, in accordance with his reg- 
ular business practice takes the 
broken down or defective motor or 
generator in trade and repairs it or 
delivers it to another person who will 
repair it (whenever repair is prac- 
ticable) so that it will be resold un- 
der similar conditions (or scraps it 
when repair is impracticable. ) 

“(It must be noted that no re- 
pairman or other person may deliver 
such an item unless he cither com- 
plies with the foregoing conditions, or 
receives an AA-5 or higher rating for 
the delivery from his customer, even 
though he has obtained the items 
under a regulation or order which as- 
signs a rating for repair or main- 
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tenance purposes, such as the follow 
ing: CMP Regulations 5, 5A, or gA; 
or Orders L-79, P-126, or P-148.) 

“This exemption permits a dealer 
not having repair facilities to deliver 
such a trade-in motor or generator, if 
it is repairable, to the manufacturer 
or some other supplier who will re- 
pair it or have it repaired within a 
reasonable time, and get one in ex- 
change without an AA-5 or higher 
rating. ‘lhe manufacturer or other 
supplier who is asked to deliver a new 
item to a dealer in exchange for a 
used one is responsible for determin- 
ing if the traded-in item is repair- 
able.” 


Refrigeration and Air Conditioning 


Special circumstances under which 


commercial refrigeration and air con-. 


ditioning service shops may use AA-1, 
AA-2, or AA-s5 ratings to purchase 
items that need and permit a rating, 
are explained in Order P-126. Addi- 
tional rules as to the types of repairs 
which may be made are stated in 
Order L-38. Note that List B of 
Priorities Regulation 3 restricts de- 
liveries of this equipment except when 
made in accordance with L-38. With 
respect to repair materials for domes- 
tic mechanical refrigerators, refer to 
CMP Regulation gA, although repair 
materials for commercial refrigeration 
und air-conditioning may also be 
bought under CMP Regulation gA. 

For the various kinds of solder, the 
percentage of tin content by weight, 
that may be purchased on certifica- 
tion for the maintenance and repair 
of refrigeration equipment, radio and 
radar equipment, clectric motors and 
generators, and clectrical appliances 
and equipment, refer to Schedule II 
of Order M-43. 


“MR” radio tubes, which are usual- 
ly the only kind available for civilian 
repair and replacement purposes, are 
at present on a voluntary allocation 
basis from manufacturers to whole- 
salers to dealers or repair shops, and 
preference ratings on orders for the 
domestic market are not necessary 
under WPB Order L-265, which gov- 
erns the distribution of radio tubes 
and repair parts. Radio repair shops 
should become particularly familiar 
with this order because of the certifi- 
cations it requires them to use when 
ordering tubes and parts, and the re- 
strictions it puts on their use. The 
rating assigned by CMP-gA may not 
be used for certain radio repair parts 
which are listed in the order. 

No rating should be needed or used 
for most repair parts, as these are 
usyally on a voluntary allocation basis 
from manufacturers to wholesalers to 
dealers and repair shops. 

If a repair shop needs to obtain 
other-than-controlled materials or oth- 
er items or products that need and 
permit a rating, it should corfftlt 
CMP Regulation gA regarding the 
use of an AA-3 rating for civilian ‘re- 
pair materials; and the way to be 
assigned an AA-2 rating for industrial 
repair materials. 

The items on List B of Priorities 
Regulation 3 may not be obtained 
with blanket MRO ratings, such as 
the ratings given by CMP Reg. 5 and 
CMP Reg. 5A. CMP Regulation 9A 
also states that its ratings may not be 
used to purchase any of those List B 
items; and, in addition, lists certain 
civilian radio items and paint that 
may not be purchased with the AA-3 
rating assigned by that regulation. In 
an emergency, to get a rating for a 


List B item, file Form WPB-541, 








(formerly PD-1A,) with the nearest 
field office, or whatever special form 
the field office requests. 

Repairmen and clectricians should 
note that there are certain kinds of 
work they may not do with materials 
purchased under CMP Regulation gA, 
such as supplying new connecting or 
attachment cords where the old ones 
may be patched or repaired; the 
assembly of new connecting or ex- 
tension cords; the addition of wiring 
in homes or buildings that is not 
strictly maintenance or repair; and the 
conversion of a vase or other object 
into a lamp. 

Due to the needs of our armed 
services, some repair parts and some 
kinds of materials are bound to be 
scarce and hard to obtain. In such 
cases, two possible remedies are sug- 
gested. First, repair shops should 
keep in close touch with their prin- 
cipal sources of supply. Second, they 
may find it advantageous to do some 
shopping around among various sup- 
ply sources. 


Use of Customers’ Ratings 


There are two WPB regulations 
which should be known by firms do- 
ing maintenance and repair work — 
particularly contracting, such as build- 
ing, electrical, heating and _ventilat- 
ing, plumbing, sheet metal, etc. These 
are CMP Regulation 5 and CMP 
Regulation 5A, which provide prior- 
ities assistance for many repairmen’s 
customers to obtain material for the 
customers maintenance, repair and 
operating supplies. Sometimes the 
contractor can use these methods on 
his customer’s behalf. 

Many firms and businesses listed in 
these regulations are assigned MRO 
allotment symbols to purchase con- 
trolled materials, and also AA-1, AA-2, 
or AA-3 ratings to purchase other 
materials or products that need a rat- 
ing. These are only for the upkeep 
of their own facilities—not for use as 
production materials in making things 
for others—and certain quantity re- 
strictions are prescribed. 

Firms not listed in the regulations 
are assigned a rating of AA-5 for 
maintenance, repair and operating 
supplies, but must apply on a WPB- 
541 (PD-1A) application for the right 
to use the MRO allotment symbol to 
purchase any form of controlled ma- 
terial for maintenance and repair of 
their own plants. 

Contractors and repair shops doing 
maintenance and repair work for any 
of these firms usually have the priv- 
ilege of using their customer’s allot- 
meat symbol and preference rating to 
obtain the materials needed for the 
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work as specified in paragraphs (g-1 ) 
and CMP Regulation 5 and (h) (2) 
of CMP Regulation 5A, but may pre- 
fer to operate under CMP Regula- 
tion gA. 

To avoid misunderstanding of the 
terms “maintenance” and “repair’’ the 
definitions given in CMP Regulation 
5 are given here. These definitions 
apply in all cases except where an 
individual order contains a special def- 
inition: 

“Maintenance” means the mini- 
mum upkeep necessary to continue’ a 
facility in sound working condition, 
and “‘repair” means the restoration of 
a facility to sound working condition, 
when the same has been rendered un- 
safe or unfit for service by wear and 
tear, damage, failure of parts or the 
like: Provided. ‘That neither main- 
tenance nor repair shall include the 
improvement of any plant, facility or 
equipment, by replacing material 
which is still usable, with material of 
a better kind, quality or design, ex- 
cept as provided in paragraph (b) (3) 
of this regulation.” 

All of this means that contractors 
and repair shops, before obtaining the 
needed materials for a maintenance 
or repair job, should check CMP Reg- 
ulations 5 and 5A to see if the work 
they are going to do is for a business 
listed in either of them. If so, it may 
be to their advantage to use their 
customer’s MRO allotment, where 
permitted, and preference rating in- 
stead of CMP Regulation gA, because 
of the different restrictions on the 
quantities of material that may be 
purchased, and sometimes a difference 
in the rating. The latter regulation 


.is more helpful for civilian mainten- 


ance and repair work, and relatively 
small jobs for such businesses as stores, 
hotels, apartment buildings, theaters, 
restaurants, etc. 

A judicious use of these three reg- 
ulations (CMP 5s, 5A and gA) gives 
contractor and repair shops a very con- 
venient and flexible combination. 


Construction 

Construction, controlled by WPB 
Order L-41, “includes putting up or 
altering any sort of a structure, includ- 
ing a building, road. bridge, dam, 
sewer, and similar jobs; also the in- 
stalling of equipment and fixtures.” 
For explanation of last-named point, 
see Interpretation g of L-41. Certain 
special kinds of limited amounts of 
construction are exempted, including 
a limited amount of construction each 
year (see paragraph (c) of L-41) and 
maintenance and_ repair (paragraph 
(d) (1) of L-41). Other kinds re- 
quire special WPB approval for each 
job. 


The order contains a table showing 


the kind of application to be filed, 
and the place of filing for authoriza- 
tion or priority assistance for various 
kinds of construction jobs. 

According to the current Order 
L-41, special WPB approval is not 
necessary for maintenance and repai 
work; that is, “work necessary to keep 
a building or structure in sound work- 
ing condition or fix it when it has 
become unsafe or unfit for service be- 
cause of wear and tear; also the mini- 
mum work necessary to prevent more 
damage to a building or structure (or 
its contents) which has been damaged 
by fire, flood, tornado, carthquake, 
acts of war, or the like.” The proce 
dures fer obtaining materials and 
equipment for maintenance and tc 
pair work have already been described. 

L-41 further states that structural 
alterations, or the completion of un- 
finished parts or buildings are not con- 
sidered maintenance and repair. Re- 
building or restoring after damage 
caused by fire, flood, tornado, carth- 
quake, acts of war, or the like, is not 
generally permitted under L-41 as 
maintenance and repair which is lim- 
ited to repairs made necessary by wear 
and tear. It should be noted that this 
differs from the provisions of CMP 
9A. In such a case even though mate- 
rials may be obtained under CMP 9A, 
permission to do the construction is 
still required under L-41. 

A repairman may use up to $25 
worth of material purchased under 
CMP Regulation gA to install any 
unit of cooking, plumbing, heating, 
or used air-conditioning or refrigera- 
tion equipment, according to Direc- 
tion 2 of CMP Regulation 9A, issued 
February 26, 1944. Permission may 
have to be obtained by the owner of 
the building under L-41 if he cannot 
have the job done under his annual 
allowance for minor jobs. 


Tools and Special Equipment 


CMP Regulation gA provides for 
the purchase of materials and items 
needed by repair shops for their main- 
tenance and repair work for others 
and, incidentally, for the maintenance 
and repair of their own shops. ‘The 
capital equipment of shops, including 
special tools, is obtainable in other 
ways. 

Repair shops not listed in CMP 
Regulation 5 are assigned an AA-5 
preference rating by’ that regulation 
which may be used in accordance with 
the regulation to purchase thosc tools 
and equipment. 

Electrical and mechanical repair 
shops for industrial, commercial and 
agricultural equipment; and public, 
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Alice, in the adver- 
tisement shown here, illustrates ene 
of the most startling facts in today’s 
Wartime living — that - 


While the cost of most other 
things has gone UP, the average 
price ef household electricity actu- 


ally has come DOWN, 


This advertisement appears in 
national magazines during May. It 
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is another in the co-operative series 
reporting the record — past and 
present —of America’s business- 
managed electric companies. 
Similar advertising in magazines, 
farm publications and newspapers 
is hacked by an entertaining and 
popular radio program — “The 


Electric Hour,” featuring Nelson 
Eddy — every Sunday afternoon 


(4:30, EWT) over CBS. 








a little fantasy explains A LARGE F ACT 


Listen to “The Electric Hour” 
regularly, watch for the advertise- 
ments as they appear, and tell your 
friends about them. The whole pro- 
gram is doing a job for your in- 
dustry —your company—and YOU. 


167 ELECTRIC LIGHT 
AND POWER COMPANIES 


S-LF-SUPPORTING, TAX-PAYING BUSINESSES 


* Names on request from this magazine. 
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industrial and commercial transpor- 
tation cquipment are listed in CMP 
Regulation 5 and assigned an AA-1 
rating and an allotment symbol for 
this purpose. 

In both of the above cases, the 
form of certification prescribed in 
paragraph (d) (3) should be included 
in the purchase orders. 

Shops servicing commercial and in- 
dustrial refrigeration or air condition- 
ing equipment should consult Order 
P-126 about buying necessary service 
tools. 

Employees of a_ person who has 
been assigned a rating of AA-2X or 
higher for maintenance, repair and 
operating supplies, who want to pur- 
chase hand tools, gages, tool boxes 
and certain safety items which the 
employer requires the employees to 
have for exclusive use in his business 
should refer to Direction 4 to PR-3. 

Many kinds of hand service tools 
may be purchased by repair shops 
from wholesalers without a preference 
rating, because the restrictions of the 
current WPB Order E-6 apply only 
to purchases from manufacturers. 
Some wholesalers obtain ratings for 
such purchases by filing WPB-547 
(PD-IX) applications, and they are 
expected to sell items obtained that 
way to their customers, subject to rated 
orders, without asking for ratings. 

Certain light power-driven tools 
which are listed in WPB Order L-237 
and portable electric tools listed in 
Schedule I to WPB Order L-216 may 
not be sold by producers or suppliers 
except on rated orders. 

If a rating is needed to purchase 
tools or special equipment, and the 
repairman needs a higher or special 
rating for that purpose, a WPB-541 
(PD-1A) application may be filed 
with the nearest WPB field officc. 
However, certain kinds of radio cquip- 
ment require the filing of an applica- 
tion on Form WPB-3243, and the 
nearest WPB field office should be 
consulted about this. 


Glossary 


CMP—Controlled Materials Plan. 

Controlled Materials—This means steel 
—both carbon (including wrought iron) 
and alloy—copper (including copper base 
alloy), and aluminum, in cach case only in 
the forms and shapes indicated in Sched- 
ule I which is included in CMP Reg. 9A. 

V-3—Symbol of OCR’s claimant pro- 
gram for retailers’ copper wire and repair- 
men’s materials. 

S-1—Symbol of Office of Operations 
vice-chairman’s claimant program for 
manufacturer’s repair parts. “See Sym- 
bol.” 

OCR—WPB’s Office of Civilian Re- 
quirements. 
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Allotment Symbol—The country’s sup- 
ply of materials is divided among various 
agencies acting as “claimants” for the 
needs of those parts of the war effort and 
civilian economy for which they are re- 
sponsible. When the Requirements Com- 
mittee—which is the referee between the 
competing claims—has made its decisions, 
it earmarks the material it has allotted for 
the use of that agency and for the special 
purposes for which the agency requested 
it. These special purposes are designated 
as “programs” and given a number or 
allotment symbol by which they are 
known. When you write this symbol on 
an order for materials, it becomes a book- 
keeping device that enabies your order to 
be charged to the proper program mate- 
rials account. 

MRO — Stands for Maintenance, Re- 
pair and Operating Supplies. It may be 
used in some cases as an allotment sym- 
bol in connection with P orders and pro- 
visions of CMP-5 and 5A. 

L-Order—A Limitation order. Use of 


the letter before a number indicates the’ 


class of order. 

M-Order—A conservation order regulat- 
ing the use of critical materials. 

P-Order—A preference rating order. 

E-Order—An equipment order. 

PR—Priorities Regulation. 

MR-Radio tubes—Tubes to be used 
only for civilian replacement purposes. 

Form WPB-541—A form on which to 
make application for a preference rating. 

Form WPB-3243—The Form on which 
to apply for authorization to receive de- 
livery of some kinds of electrical test 
equipment. It is used in connection with 
Order M-293. 

Schedule—A section of an order, usually 
dealing with a particular type of product 
within the broad, general class covered by 
the order as a whole. 

Interpretation—Issued from time to time 
to specifically define certain points that 
have come up in connection with the ad- 
ministration of an order. 

Amendment—Orders are amended from 
time to time to keep them abreast of 
changes in the supply of materials, needs 
of the Armed Forces, etc. 

Preference Rating—A rating consisting 
of a letter or letter and number which can 
be assigned to an order under some cir- 
cumstances to indicate the standing which 
that order has in competition with other 
orders on the supplier's books. In other 
words, it indicates the priority of the 
order. 

Certification—A statement indicating the 
essentiality of the applicant’s need for the 
desired product, part, or material. 


Peach Gets a Shave 


A new task is performed by one of 
the Tiny Tims of electric motors—the 
one horsepower job. It scrubs the fuzz 
off peaches, at the rate of 15 tons of 
the fruit an hour. The defuzzer oper- 
ates a system of brushes to give the 
peaches their facial. 


Time-Saving Soldering 
Equipment for Shop 


Larry L. Alldritt, of the Alldritt 
Electric Motor Company, Miami, 
Fla., has devised soldering equipment 
which he claims is quite a time saver. 

The apparatus consists in part of 
two six foot lengths of automotive bat 
tery cable (No. 0 wire will do) having 
at each end of each lead a spring clip 
of the type used in battery recharging. 
The clip at one end of one lead 1s 
clamped to the object to be soldered. 
A clip on the other lead grips a 5-inch 
to 6-inch carbon rod. The remain- 
ing two clips are attached to a 
stripped, low-voltage wire (No. 0) 
above Alldritt’s work bench. 





Current from a 110-volt a-c circuit 


is stepped down to 15 volts by a 


homemade transformer. This, All- 
dritt made ‘by clamping together 
enough 8-inch by 12-inch laminations 
of closed core type to form a 2%4-inch 
stack. 

The carbon rods are discards ob- 
tained gratis from movie theater pro- 
jection booths. The larger diameter 
carbons are used for soldering small 
wire. The smaller diameter, copper- 
coated rods are employed for solder- 
ing larger items, such as commutator 
bars. 

It takes only a matter of seconds to 
clamp the lead clips to the secondary 
supply line and to attach a third clip 
to the part to be soldered. When 
the carbon rod comes in contact with 
the latter, the secondary circuit 1s 
closed, and the part becomes hot 
enough almost immediately to melt 
soldering wire touched to it. 

“This simple apparatus,” explains 
Alldritt, “saves delay in waiting for a 
soldering iron to get hot. And many 
times all one needs is a single drop 
of solder.” 
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Where Heat, Flame, O/I, Moisture, 


Corrosive Vapors will be encountered — — 


Grease and 


Use NATIONAL ELECTRIC ASBESTOS AND 
ASBESTOS-VARNISHED CAMBRIC WIRES AND CABLES 


permissible limits for 


lastic) and varnished cambric 
insulations, we recommend National Electric asbestos, 









For temperatures higher than 
rubber, NE‘on (thermop 


asbestos-varnished cambric and asbestos— NE‘on 


mplete 
engineering data and literature sent on request. 


(thermoplastic) insulated wires and cables. Co 






NATION 


AL 
















ALL ASBESTOS WIRE AND CABLE 
Sizes No. 18AWG to 1,000,000 CM.—For wiring 


theostats, stoves, switchboards and electrical equip- 
ment exposed to heat or fire hazard. Also for general 
open wiring in hot locations. 300 and 600 volt 


ratings. Max. operating temperatures 200°C (392°F) 
and 125°C (257°F) respectively. 





SO Ee 5 
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ASBESTOS-VARNISHED CAMBRIC CABLE 





Sizes No. 1BAWG to 1,000,000 CM.—For power 
circuits and general hot spot wiring in boiler rooms, 
steam tunnels, etc. 600 to 8000 volt ratings. _ 
operating temperatures 110°C (230°F) and 91°C 
(196°F) respectively. 
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THESE A SALESMAN MUST BE 


Usually you say a salesman is a 
man who sells goods and let it go at 
that, but an eminent Minneapolis 
sales manager—Emmett Salisbury— 
says that a salesman is much more. 

He is, indeed, says Mr. Salisbury, 
twelve men in one. 

He is: 

1. An Organizer—to plan and pro- 
gram his work systematically. 

2. An Artist—to sketch word pic- 
tures and stimulate interest. 

3- A Teacher—to impart informa- 
tion in a clear, vivid, understandable 
manner. 

4. A Scientist—to analyze human 
needs, solve buyers’ problems, demon- 
strate values. 

5- A Personnel Man—to awaken 
inspiration and guide human motives. 

6. A Persuader—to bring purpose 
and conviction out of opposing view- 
points. 

7- An Executive—to make deci- 
sions for others and assist them in 
making decisions for themselves. 

8. A Diplomat—to iron out knotty 
problems, remove obstacles, reconcile 
objections, bring about favorable 
agreement. 

g. A Dispatcher—to induce action 
and carry out decisions of the execu- 
tive. 





10. A Showman—to gain the at- 
tention of the uncooperatives and 
hold it in spite of them. 

11. A Hero—to keep going when 
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A DIGEST OF 
SUCCESSFUL 
SELLING IDEAS 


LLING 


(REGISTERED) 


BY CHARLES B. ROTH 





it seems there is no sense in taking 
another step. 

All these things a salesman is, plus 
being, first of all, a man! 


YOUR OWN SOCIAL SECURITY 


In the Book-Cadillac Hotel in De- 
troit during a convention three of us 
were talking, the two salesmen and I. 
How we got on the subject I don’t 
know, but we were talking about in- 
dependence, financial security. 

“I’ve got mine,” said the first sales- 
man, an oldish fellow with set no- 
tions. “I have fifty grand on the stock 
market, and last year made as much 
from my speculations as from my job. 
I’m set.” 

“T’ve got mine, too,” said the sec- 
ond salesman, only five years out of 
college, and I knew he couldn’t pos- 
sibly have accumulated a competence 
in those years. 

“And I wouldn’t swap mine for 
yours,” said he to the first salesman. 
“You might lose yours. I can’t lose 
mine. I’ve got social security that is 
social security.” 

Naturally, I was interested, so I 
must know what kind of insurance, 
annuities, farm lands, or mortgages he 
had. 

“Oh; nothing like that,” said he. 
“To tell you the truth I don’t give a 
darn about money or laying up a for- 
tune. I want security. We all do. 
And I have it in the finest form.” 

“In what form?” 

“In clients.” 

“In clients?” 

“Yes, in customers that buy from 
me exclusively, that buy from me year 
in and year out, that won’t buy from 
anyone else. Those I call clients. 
They’re customers with permanence 
added. I try each day as I go about 
the job to get more of them, for I 
perceive that if I should fall ill they 
would still buy from me, because I've 
cultivated them with that idea in 
mind. 

“So it doesn’t make much differ- 
ence what economic conditions are, 


it 


ot 


whether the stock market is up or 
down, whether there’s a war on, or 
what the interest rates may be,” he 
said earnestly, “I have my social se- 
curity. I'll take care of those clients 
and they'll take care of me.” 

All I could tell him is that I had 
never before found such wisdom in 
one so young. 


SATURDAY’S SALESMEN 


The purchasing agent decided he’d 
keep track, just for the fun of it, of 
the number of salesmen who called at 
the peak time of the week and at the 
low time. 

The peak for salesmen’s visitations, 
he discovered, was on Wednesday, 
when 41 salesmen would crowd his 
waiting room. 














On Saturday only an average of 
three called. 
“And what did you do with the 
three?” I asked. 
“Bought from them.” 
“Every one of them?” 
“What about the 41 on Wednes- 
days, from how many did you buy?” 
“Very few. Maybe not one in 10 
or15- The rest didn’t more than just 
get a shade of my.attention. You 
know how it is: you listen to 41 guys 
in one day, all intent on convincing 
you, and see how many of them you 
really hear.” 
The idea behind this story, and the 
reason I am telling it is, is that there 
is nothing to the old tradition that 
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The best lighting system is no better than its lamps 
—and no lamps are better than Westinghouse. 


Their efficiency is outstanding because 


research never stops 

raw materials are the best obtainable 
manufacturing technique has been refined to the 
highest degree 


testing and seasoning assure top dependability. 


These are the reasons why Westinghouse Lamps are prime 
business builders. Just as they bring out the best in any light- 
ing system so they will produce sales—real prestige business— 
the kind that lasts. Westinghouse Electric & Manufacturing 
Co., Bloomfield, N. J. 


Westinghouse 


A 


, t7 ff’? 
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you can’t sell on Saturday. It’s a lazy 
salesman’s alibi; taken up and believed 
and perpetuated by other lazy sales- 
men, because they don’t want to try 
to call on Saturday. 

But actually Saturday calls can be 
the best and most profitable you make. 
You work almost alone. 


HE GOT OVER THE HABIT 


The salesman said that he hadn’t 
known he was handicapping himself 
until he heard another salesman with 
the same habit. Then he was so 
ashamed and chagrined that he re- 
solved he’d never be a victim again as 
long as he lived. 

I thought he was talking about 
some major lapse from the moral laws 
or something, and said so, but he ex- 
plained that the habit he referred to 
was the habit of repeating the same 
phrase over and over again, in his sales 
conversation. 

“This may not sound so important 
to you,” he said. 

“But it does sound important,” I 
told him. “Tell me how you over- 
came the habit. It’s one a good many 
other salesmen have. Maybe I can 
help some of them when they read 
about your experience.” 


He said the cliche, as such things 
are called, that he had with him all 
the time was “If you please.” He'd 
make a statement, tack on “if you 
please.” It must have bored his cus- 
tomers silly, he thought. 

So he began listening to himself as 
he talked. He said that was a revela- 
tion, to hear how he sounded saying 
“if you please,” “if you please,” so 
many times. 

Then he cut it off short like the 
fox terrier’s tail. He said it took sev- 
eral weeks of disciplinary action be- 
fore the job was done, but eventually 
he succeeded. 

“Did it help your sales?” 

“Something did,” said he. “One 
thing it did was make me more ac- 
ceptable to my customers. I used to 
notice they fidgeted as I talked. Now 
they listen.” 

It would be a good practice for any 
salesman to go after the cliches in his 
life; a good practice for you. Oh, you 
have some. Everyone has. The more 
common ones are: “Well,” “further- 
more,” “however,” “I sez,” “you un- 
derstand,” “get me,” and so forth. 

Watch yourself for just one day and 
if you find these parisitical little 
phases creeping in, cut ’em out quick. 
They’re holding you back. 





EEI Suggested Appliance 
Merchandising Principles 


These suggested merchandising 
principles have been prepared by the 
Commercial Division General Com- 
mittee, Edison Electric Institute, as a 
guide to member companies in the 
formation of their own policies. They 
are based on the practice of most of 
the electric utilities engaged in mer- 
chandising appliances as a means of 
increasing use of their service. 

Sales Franchises—The merchandis- 
ing policies of utilities should provide 
equal opportunities for dealers to sell 
any makes of appliances sold by util- 
ities. 

Sales Practices — Appliance sales 
should be made on the basis of fair 
and open competition, this being in 
the interest of the public, of appliance 
manufacturers, and of all those en- 
gaged in the distribution of appliances 
at wholesale or retail. 

Quality of Merchandise—Appliances 
offered for sale should be of a quality 
which will result in safe, dependable 
and efficient operation. 

Appliance Service—To assure a max- 
imum of customer satisfaction, ade- 
quate maintenance should be made 
available. 
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Sales Emphasis—Electric utilities 
should plan their appliance sales oper- 
ation so as to encourage maximum 
volume by all outlets. Special em- 
phasis should be placed on appliances 
and equipment not having adequate 
customer acceptance. 

Special Offers—In planning special 
offers or sales inducements, the elec- 
tric company should have in mind the 
importance of making it possible for 
retailers to join in, thus stimulating 
their merchandising activities. 

Advertising—Advertising and dis- 
plays should, so far as is practicable, 
recognize and support the retailers. 

Deferred Payment Plan—Deferred 
payment plans applicable to appli- 
ances should be economically sound, 
and within the financing terms avail- 
able to retailers. The merit of the 
appliance, rather than the terms of 
sale, should be the controlling buying 
motive. 

Dealer Training—While training ot 
retailer sales personnel is primarily the 
function of the retailer, wholesaler 
and manufacturer, utilities should 
consider offering basic sales training 
and information on appliance operat- 
ing costs, on local installation policies 
and on competitive factors. 

Compensation of Salesmen—In es- 
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tablishing 
salesmen, practices should be adopted 
which will lead to good will and 
understanding between electric util- 
ities, retailers and the public. 


compensation plans for 


Cooking Equipment 
Production Figures 


Total production of 96,192 units of 
commercial cooking and food warm- 
ing equipment during 1944 was a 
fraction of one per cent higher than 
base period (1941) production, mem- 
bers of the Commercial Cooking and 
Food Warming Equipment Industry 
Advisory Committee were told at a 
recent meeting with War Production 
Board Officials, WPB has announced, 

The following production figures 
for 1944 were made known to com- 
mittee members: 

(Fourth quarter figures have been 
included, but were estimated because 
accurate records were not yet avail- 
able. ) 


Units 
ee 33,410 
Bake Ovens ——_......__. 8,841 
reners = 5 
6, a i 3,681 
| See 2,693 
eet fee 75 
Sees Oe Lercraeee 16,800 
a 3,518 
Steam Jacketed Kettles.19,345 
Vegetable Steamers _..... 2,962 
Bakers Stoves —________ 625 
(RRS eee 931 
Grills & Griddles... 2,029 


From 50 to 60 per cent of produc- 
tion of this equipment still goes to 
the armed forces, WPB officials ex- 
plained. This represents a marked im- 
provement over other periods when 
civilian institutions were unable to 
obtain repair parts and were receiving 
less than 3 per cent of the output, 
officials said. Civilian requirements still 
exceed the supply of equipment avail- 
able, however. 

It will be impossible at present to 
relax restrictions on the use of stait- 
less steel for commercial cooking and 
food warming equipment, officials 
said. Appeals for the use of stainless 
steel will now be given consideration 
only in the event that the materi 
can be obtained from idle and excess 
inventory, they added. 





30 Parts in Lampholder 

A pull-chain lampholder is a small, 
compact device—but it has 30 parts 
and assembling them takes 82 separate 
operations. 
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The Sel it tn Ce 
COMBINATION || 


“Aluminum wires surrounding steel wires—high 


electrical conductivity, resistance to corrosion, 
high strength and dependability. That’s your 
power line, when the conductors are Alcoa 
A.C.S.R.” 


It may take a bit of explaining to convince 


a rural customer that the aluminum he knows — 


so well as milker pails, portable tools and paint 
will also deliver electricity to him. But the 


character of Aluminum Cable Steel Reinforced 











is no secret to the men who build and operate 
power lines. They’ve been seeing these conduc- 
tors ride safely through the storms of well over 
a quarter of a century. 

To men who are now figuring on new lines 
or extensions to old ones, Alcoa offers engineer- 
ing assistance. What help are you needing? 
ALUMINUM COMPANY OF AMERICA, 
2164 Gulf Building, Pittsburgh 19, 


Pennsylvania. 








ALCOA A-C:S-R 
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Rewiring a 50-Year Old Church 


Remote control of switches solves the 
difficult problem of wiring huge dome. 


ITH NEW JOBS as scarce as 

materials, here is a job that can 
be had for the selling. And selling 
such a modernization job will earn 
much in favorable word-of-mouth ad- 
vertising just as it’s doing for Joe Cor- 
daro, owner of the City Electric Shop, 
Shreveport, La. 

This job was to modernize the wir- 
ing in a 50-year-old church building, 
located in downtown Shreveport. 

Here was wiring that had been 
changed and patched many times be- 
fore in the fifty years. The lighting 
circuits were controlled from one 
switch in the front of the church. 
The service panel was of an obsolete 
type with double branch “boxes and 
fuses located at the back of the church 
more than 130 feet away from the 
single control switch. 

The pastor wanted to have switches 
near ‘the church door of his residence, 
in the rear of the church, where he 
“coald control part of the genegal light- 
ing, all of the lighting in the ceiling 
and in the domé, the bell motor in the 
bell tower and the organ motor. 

The lights in the ceiling and. in the 
dome’ were forty feet from the floor. 
Running switch loops over the dome 
and ceiling down the sides would have 
made all of them more than 200 feet 
long and would have been almost me- 





E. F. Troegel, foreman, City Elec- 
tric Shop, Shreveport. 
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Joo Cordare, ewner:of City Elee- 
tric Shop, Shreveport, Louisiana. 


chanically impossible without tearing» 


the church down. 

So Mr. Cordaro and E. F. Troegel, 
his foreman, decided to operate the 
lighting circuits by remote control, 
which would make the wiring more 
simple, construction cheaper, circum- 
vent using large sizes of wire to pre- 
vent voltage drop, and make it easy 
to comply with city inspection codes 
as to load and length of branch lines. 

The dome lights, consisting of 125 
10-watt bulbs, were on one circuit and 
the ceiling lights were on another cir- 
cuit which was split so alternate lights 
on either side were controlled by one 
switch, providing means of using one- 
half of the available illumination. 

Four magnetic relay switches were 
used in all. Two of the relays were 
located in the bell tower, which was 
the closest point they could reach in 
connecting to the ceiling and dome 
lighting circuits. 

From these two relay switches high 
in the bell tower they dropped down 
to below the floor, about forty feet, 


- and: then went under the floor 135 


feet to the rear of the altar, where 
they ‘came up to control switches 
located on the wall. 

Thus it is readily apparent that 
nearly all of the existing wiring re- 
mained undisturbed. 

At the entrance in the back of the 
church, ‘they removed all the old wir- 


«sing and.put in a new 12-circuit box 
with a 100 ampere multibreaker on 
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the main and a 50 ampere breaker 
on the sub-main to the front of the 
church. 

Other remodeling consisted of in- 
stalling two fluorescent fixtures, each 
consisting of two 40-watt tubes, a spot- 
light, and a change in outlets for the 
four-peaker power amplifier system. 

They also installed new switches 
for two lights over the altar, placing 
them adjacent to the remote control 
switches. 

When completed the person in 
charge of the lights can turn off all 
the circuits from the rear of the 
church, and set the time control of 
the automatic bell ringer which oper- 
ates the big bell in the bell tower 
normally set to toll the hours. 

While modernizing the wiring of 
the church, authorities asked that the , 
danger of fire be checked because 
there had been many additions¢o the 
wiring during the 50-year span of the 
edifice. 

By installing a new service panel 








Magnetic switch high in bell tower 
of the 50-year old church which 
was rewired recently in order to 
centralize lighting circuit controls. 
Remote control switches, magnet- 
ically operated, greatly reduced the 
amount of copper needed to com- 
plete the job. 


equipped with circuit breakers and use 
of the remote control switches, the 
city inspector found that all the 
branch lines were operating consider- 
ably under their normal capacity with 
less than normal generation of heat. 

Every contractor knows that many 
fires attributed to faulty wiring are 
not caused from the wiring but be- 
cause‘ the load on branch lines has 
been periodically increased to a point 

(Continued on page 76) 






















Build your lighting business with 


MITCHELL 
QUALITY 
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Beers 3 ot anit Migr acne MITCHELL ingenuity and resources will bring you a 
FEN ories Ohic > guaranteed quality line that insures utmost beauty, 
hom Soret 0 i Commersisl Units utility, performance. A complete and completely 
indestrioh Ot Desk Lom certified line that will enable you to render 
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Mitchell Manufacturing Company 
2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 
West Coast Factory and Sales Office: 1019 N. Madison Ave., Los Angeles 27, Cal. 
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ONE ANSWER In spite of wartime restrictions and shortages, 1944 


showed an increase of over 400,000 domestic users of 


70 YOUR POSTWAR LOAO- electricity! 
8@Q(LOING PROGRAM That wartime gain points straight at one big postwar 


market for your surplus power! . . . the domestic market! 

And right now Utilities and Appliance Manufacturers 
should be working to develop an increased postwar 
demand. 


The “big three” in the domestic market will be the 
housewife, the builder, the farmer. 


The housewife can be encouraged to use more appli- 


ances. 


The builder can be inflienced to include complete 
electrical equipment in postwar homes. 
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The farmer can be helped to get all the benefits of 


electric living. 


Let’s Make The Home Of Tomorrow 
An All-Electric Home 


General Electric is working now to convince the public 
that electrical living is better living! 
Reaching housewives with one of the largest daytime 


radio shows .. . The G-E House Party . . . available to a 
potential audience of 28,000,000 homes. 


Reaching builders, architects, and bankers with special 





E.W.T., CBS. 

















publication advertising; telling them why postwar homes 


should include complete electrical equipment. 


Reaching rural and urban power users everywhere 
with appliance advertising that will total over 665,000,000 
impressions in consumer magazines during 1945. 

Utility Companies are playing a vital part in this pro- 
gram of consumer education. And General Electric has 
available helpful literature for almost any kind of pro- 
motion the utility may conduct. 


Right now one of the strongest selling activities in the 
public education campaign is the G-E House Party. We 
will gladly furnish, without charge, in- 
teresting promotional material based on 
this radio program for mailing to your 
customers. 

General Electric Co., Appliance and 
Merchandising Department, Bridgeport, 
Connecticut. 


TUNE IN: “The G-E House Party,” every afternoon, Monday through Friday, 
4 p.m., E.W.T., CBS. “The G-E All-Girl Orchestra,” Sunday, 10 p.m., E.W.T., 
NBC. “The World Today,” News, Monday through Friday, 6:45 p. m., 


FOR VICTORY—General Electric is working night and day to back the 
attack. You can help, too, by buying and holding more War Bonds than before, 








NEWS of the INDUSTRY 


National and Southern 


VEPCO PLANS POSTWAR 
RURAL LINE EXTENSIONS 


The Virginia Electric and Power 
Company has developed and filed with 
the Commissions of Virginia and 
North Carolina a new liberalized plan 
for the electrification of rural areas. 
This plan is designed to cause a wide- 
spread extension of electric service 
throughout the areas served by the 
company just as soon as labor and 
material become available for making 
these extensions. 

The new plan proposes that, under 
the conditions stated below, the com- 
pany will extend its lines for rural and 
farm service to the customer’s build- 
ing or to some other delivery point on 
his premises, relieving the customer 
of the necessity of having to build any 
private line, as was so frequently nec- 
essary in the past. This new plan 
should reduce to a minimum delays in 
getting service, and also should result 
in a material saving to the farm and 
rural customer. 

The company will, according to the 
filing with the Commissions, construct 
at its own cost rural extensions when, 
in the company’s opinion, the as- 
sured monthly revenue from such ex- 
tensions will average not less than 
$6.00 per mile. The monthly mini- 
mum shall be not less than $2.00 per 
customer. Except for this minimum 
charge of $2.00, customers will be 
served on the regular rates for electric 
service which apply generally in the 
area in which they reside. 

In commenting on the new filing, 
J. G. Holtzclaw, president of Vepco, 
said that “the purpose of the new 
tural plan is to make electricity avail- 
able at substantially lowered costs to 
virtually every farm and rural home in 
the company’s territory, to the end 
that greater use of electricity on the 
farm may not only help to increase 
farm production but may also lower 
production costs and generally im- 
prove living conditions for farm and 
rural families.” 

Because of existing war conditions, 
Mr. Holtzclaw stated that relatively 
little construction of new lines is pos- 
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sible at the present time. However, 
a substantial number of farms can un- 
doubtedly be served even under pres- 
ent War Production Board restric- 
tions and prospective users are urged 
to apply now for service so that line 
extensions may be made at once 
where conditions permit and other 
extensions may be planned and con- 
struction work started on them as soon 
after the war as the necessary man- 
power and materials shall become 
available. 


“MODERNEERING” PROGRAM 
PLANNED BY UNIVERSAL 


Alert to dealer needs, Universal is 
presenting this month as part of its 
well known “U” Plan a complete store 
planning program under the copy- 
writed title “Moderneering.” 

Moderneering, according to Univer- 
sal executives, takes store planning 
out of the nebulous stage and reduces 
its fundamentals to a down to earth 





practical plan that any dealer can ap- 
ply to his store without being a store 
planning expert. . 

Richard M. Bennett, well-known 
store modernization consultant and 
professor of design in the Department 
of Architecture, at Yale University, 
has been retained by Landers, Frary & 
Clark to create the basic plans of 

foderneering and _ co-ordinate the 
recommendations and specifications of 
cooperating manufacturers who are 
participating in the program. Dr. O. 
P. Robinson, of New York University 
School of .Retailing, nationally known 
retail expert, and author of three 
books on merchandising and modern- 
ization, is associated with Universal’s 
plan board in producing this new flex- 
ible guide to store planning. 

Store materials manufacturers co- 
operating with Universal in the de- 
velopment of Moderneering are: Pitts- , 
burgh Plate Glass Company, Con- 
goleum Nairn, The Celotex Corpora- 
tion, Sylvania Electric Products, Inc., 





Universal’s director of promotion and publicity, W. J. Cashman, discusses 
basic plans for Landers, Frary & Clark’s new Moderneering store planning 
program with representatives of leading manufacturing companies cooperat- 
ing with Universal to present to its ““U” Plan dealers a comprehensive study 
of store modernization. Left to right: W. J. Cashman (standing); Charles 
Goddard, Sylvania Electric Products Inc.; Gene Stethenson, Congoleum- 
Nairn Incorporated; Richard M. Bennett, professor of design, Yale Univer- 
sity; Arthur P. Green, The Celotex Corporation; S. E. Eaton, Sylvania Elec- 
tric Products, Inc.; and Rowland E. Baird, Landers, Frary & Clark. 
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By filling a definite need for a quick-drying finishing 
varnish, #27 Black Insulator, although compara- 
tively new, has already proven itself in many organi- 
zations throughout the electrical industry. The ex- 
cellent results obtained in its use, plus the many 
diversified and extraordinary applications on which 
this material has been utilized, all conclusively prove 
its merit. The following features are but a few of 
the reasons why #27 Black Insulator has met with 
wide-spread approval. 


DRYING TIME: Air dries in amazingly short time of 5 to 10 
minutes. 





ELECTRICAL SOUTH for MAY, 1945 





BLACK INSULATOR 


ADHESION: Excellent on metal, cambric, glass, asbestos, fibre 
board, sleeving and pre-varnished surfaces. 


TOUGHNESS: Affords a tough, glossy film, which unlike most 
spirit varnish will not chip nor flake off. This finish provides 
great resistance to the abrasive action of dust particles. 


RESISTANCE: Extremely oil and water resistant, withstanding 
the corrosive action of salt spray. Provides a high degree of heat 
resistance. 


APPLICATIONS FOR DOLPH’S #27 BLACK INSULATOR 
Field Coils Controller Shafts 
Motor Frames Finger Blocks 
Commutator Ends Fuse Tubes 
Soldered Joints 


Switch Bases 
Solenoid Coils 
Bus Bars 


Oil Reservoir Interiors Collector Rings 


168 EMMETT STREET * NEWARK 5, N. J. 
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The W. C. Heller Company and the 
American Store Equipment Corpora- 
tion, Devoe-Reynolds Company, Inc., 
National Electric Sign Manufacturing 
Association and the Carrier Corpora- 
tion. 

1. In step number one basic store 
plans are provided for three types of 
stores: electrical-radio store, hardware 
and general type store, and a modern 
appliance center for department, fur- 
niture or utility store. These basic 
plans incorporate the latest thinking 
in store planning of retailing experts 
retained to do the job. Basic plans 
provide comprehensive store planning 
information, layouts, designs and sug- 
gestions for improved merchandising. 

2. Moderneering provides in its sec- 
ond measure the development of these 
basic plans step by step through each 
phase of store planning . . . including 
store fronts,, flooring interiors, light- 
ing, fixtures, display fixtures, signs and 
air conditioning by outstanding na- 
tionally known manufacturer-special- 
ists, who have achieved top flight rep- 
utations in the store planning field. 

Each step is carefully illustrated to 
give the dealer a comprehensive view 
of each phase of store modernization 
in part and in whole. Manufacturers 
cooperating in the presentation have 
carefully worked out their part of the 
program under the direction of Mr. 
Bennett. 

3. In its third step Moderneering 
places emphasis on the principle of 
utilizing only the very latest type of 
standard materials which have national 
distribution and are readily available 
through the well established local 
outlets of cooperating manufacturers. 

Cooperating manufacturers in ad- 
dition to developing the basic plans 
supply a complete list of point-of-sale 
planning outlets which will service the 
Moderneering program at the local 
level. Each of these outlets has been 
carefully pre-selected by the individual 
cooperating manufacturers to assure 
outstanding ability to furnish valuable 
additional information and to help the 
local dealer or his architect in respect 
to his Moderneering program. 

Thus, to get under way, the dealer 
need only decide on the plan to be 
used . . . call in his local architect 
and contact the local agents of those 
companies who engineered the de- 
velopment of basic plans. 


SATISFACTORY PROGRESS 
MADE BY SHREVEPORT NECA 


Tom L. Evans, manager, reports 


that the reorganized Shreveport Chap- 
ter of the National Electrical Con- 
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FRIGIDAIRE RECEIVES 
General Motors 


of Frigidaire, receiving the Silver 


Rice, president of the Associated Business Papers. Milton H. Schwartz, vice- 
president of Foote, Cone and Belding, Frigidaire’s advertising agency, is 


ADVERTISING AWARD—Frigidaire Division, 
tion, won first prize in Division 6 and the Honor 
Award in the Merchandising Division of the Associated Business Papers Ad- 
vertising Competition. Above is shown James F. Pedder, advertising manager 


Plaque Honor Award from Kingsley L. 


looking on. 


tractors Association is making satis- 
factory progress with the new territory 
assigned by the national office. 

Until late in 1944, the nucleus of 
this group operated as the “Shreve- 
port Electrical Contractors Associa- 


‘tion, Caddo Chapter, NECA.” How- 


ever, after the membership voted to 
standardize in accordance with na- 
tional procedure, the name Ark-La- 
Tex Chapter, Inc., was adopted. At 
the same time, Evans was employed as 
full-time manager and the chapter’s 
territory was increased to include: 
Louisiana north of the southern boun- 
daries of Vernon, Rapides, Avoyelles 
and Cgncordia parishes; the state of 
Arkansas; Bowie, Panola, Cass, Har- 
rison, Marion, Shelby and Sabine 
counties in Texas. 

Officers are: president, Charles Ser- 
wich, Serwich Electric Co.; vice-presi- 
dent, Henry E. Cahn, Cahn Electric 
Co.; treasurer, R. M. White, Bob 
Davis Electric Co. 


Membership on the board of direc- 
tors includes the officers and Jack 
Moorman, electrical contractor; G. R. 
Lieber, Shreveport Armature and 
Electric Works; W. R. Smith, Elec- 
tric Contracting Co.; and Walter 
Bains, Coty Rosenblath’s. 

Bains is also the chapter’s repre- 
sentative of the national board of gov- 
ernors. Evans has a background of 
20 years of experience in various 
fields of the electrical business. 


RECORD-KEEPING REQUIRED 
FOR COMPLIANCE PURPOSES 


Retailers are required to keep their 
customary records, and all other re 
sellers must keep specified records, on 
any sales they make of government 
surplus property for which ceiling 
prices have been established in spe- 
cial orders, the Office of Price Admin- 
istration has announced. 

These requirements, effective April 
5, 1945, are similar to record-keeping 
provisions in OPA price ceiling regu- 
lations. Heretofore, no record-keep- 
ing was required in many special or- 
ders setting ceilings on different items 
of government surplus sold for civilian 
use. 

The record-keeping is required for 
compliance purposes. OPA pointed 
out that, when no records of sales and 
price are available for inspection, it is 
more difficult for OPA to check trans- 
actions for the purpose of determin- 
ing if the ceiling has been exceeded. 

The specific records required to be 
kept by resellers other than retailers 
are date of sale, name and address of 
buyer, description of commodity, 
quantity of sale, and price charged. 

On resales of government surplus 
property for which ceilings are not 
established by special orders, the exist- 
ing regulations providing the appli- 
cable ceiling prices contain their own 
record-keeping provisions. 

Four other changes in the general 
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Write Adequate Protection’ 
into Post-War Wiring Plans 


THe contractor who installed this wiring system has 
given the owner and occupants of the building the maximum in 
protection. He has fully met the high standards of the National 
Electrical Code by installing standard-threaded full-weight rigid 
steel conduit-- Youngstown’s Buckeye Conduit. 

Full-weight rigid steel conduit is the only recognized adequate 
protection against short circuits from moisture, vapor, dust, dirt, 
or explosion, in hazardous locations and occupancies. It is the 
best protection against vibration and crushing. It discourages 
tampering by unauthorized or well-meaning amateurs. 

In the wiring systems you are now planning for new plants or 
for plant reconversion, you can guarantee adequate protection 
in this same way, by specifying Youngstown’s full-weight rigid 
steel conduit-- Buckeye Conduit. 

Buckeye has been furnishing uniform, all-round protection for 
electrical wiring for more than a third ofacentyry. Preferred 
by leading contractors, it is available through distributors from 


coast to coast. 
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YOUNGSTOWN 


a THE YOUNGSTOWN SHEET AND TUBE COMPANY 

} ae golte ae bE-baatoltice) ab ie) a YOUNGSTOWN. OHIO 

Youngstown Buckeye Conduit-Pipe and AG AGT. - 

Tubular Products - Sheets - Plates - Elec- en:4.0:10) Gee SRO 4 AND YOLOY STEELS 
lytic Tin Plate-Coke Tin Plate-Bars- 

Rods- Wire-Nails-Tie Plates and Spikes. ~ 
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ATLANTA ELECTRICAL MEETING—tThe Southeastern Electrical Manufac- 
turers Representatives Club, with headquarters in Atlanta, Ga., held one of 
its most successful meetings recently at the Piedmont Hotel with a number 
of electrical contractors, appliance dealers, and representatives of electrical 
wholesalers as their guests. Nearly a hundred electrical men were in attend- 
ance. The feature of the evening was an address by Willy Ley, a former vice- 
president of the German Rocket Society, who described some of his experi- 
ences in helping to develop the German rocket weapons before the war. The 
men grouped about the speaker’s table, shown above, include (Seated, left 
to right) W. H. Berry, Jr., R. J. Griffin, president of SEMRC, Willy Ley, 
J. E. McClernon, who introduced the speaker, Lt. J. E. Turner, Recondition- 
ing Service, Lawson General Hospital. (Standing, left to right) George R. 
Koeln, vice-president of SEMRC, Howard Wilson, Georgia Power Company, 
R. B. Shelley, Rich’s, Inc., J. G. Lee, Rhodes-Wood Furniture Company, and 
president of the Atlanta Electrical Association, and L. Morris Landers, secre- 
tary-treasurer of the SEMRC. 


supplementary order éstablishing ccil- 
ings on sales by government agencies 
and certain resales were also an- 
nounced as follows: 

1. Sales by the government of sec- 
ond-hand electric motors of % horse- 
power or less will be subject to price 
control. These small motors, which 
have been in increasingly critical de- 
mand for operating household refrig- 
erators, washing and ironing machines, 
etc., had been exempt from price ceil- 
ings. Occasional sales of them are 
expected to be made by the govern- 
ment, and price control is required to 
prevent exorbitant prices being bid 
for them, OPA said. The motors will 
be subject to a ceiling of 75 per cent 
of the cost of the same or equivalent 
motor when new. 

2. On government sales of primary 
chromium chemicals, dry batteries, 
and wire, cable and cable accessories, 
the ceilings in regulation governing 
sales of these items by other sellers 
will apply. The three regulations pro- 
viding these ceilings are Maximum 
Price Regulation 575 (Primary Chrom- 
ium Chemicals), Maximum Price 
Regulation 576 (Dry Batteries), and 
Revised Price Schedule 82 (Wire, 
Cable and Cable Accessories) . 
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3. On any sales of coal by the 
Federal Government, ceilings will be 
based on acquisition or replacement 
cost as provided in Supplementary 
Order 94 and the ceilings established 
for sales by producers will not apply. 

4. To increase the effectiveness of 
special orders establishing ceiling 
prices on particular commodities, OPA 
has specifically stipulated that such 
special orders supersede any other pric- 
ing or exemption provision. 


NEW APPLIANCE STORE 
FOR TEXAS TOWN* 


W. D. Bryant, who ‘or 15 years 
operated an electrical appliance store 
and service shop in Houston, has 
opened a similar establishment in San 
Angelo, Texas, specializing in refrig- 
erators, washing machines, radios, 
ironers, and other appliances. 

The service shop is located at Rob- 
ert Bros. Auto-Lee Store. 

While acknowledging that there 
was a shortage in appliances, Mr. 
Bryant asserted he felt confident that 
from his connections and experience, 
“if it’s available, we can get it, and 
if it’s fixable, we can fix it.” 


FANS AVAILABLE FOR 
ESSENTIAL PURPOSES 


Approximately 100 per cent of the 
steel, aluminum and copper needed 
to make 25,000 propeller-type electric 
fans will be available in the second 
quarter of.1945 for allotment to manu. 
facturers, but allotments will be made 
only to the extent that manpower and 
facilities are available, War Produc- 
tion Board representatives said at the 
recent meeting of the Domestic and 
Commercial Electric Fan Industry 
Advisory Committee. Some curtail- 
ment of the supply of material, how- 
ever, may be expected in the third 
quarter of 1945, according to WPB. 

Under present conditions, no new 
electric fans will be available for home 
or office use in 1945, officials empha- 
sized. All the fans to be authorized 
for production under the approved 
quarterly program are needed for es- 
sential military, hospital and indus 
trial purposes. Seventy-two per cent 
of total 1944 authorized fan produc- 
tion went for direct military use, 
WPB representatives reported. 

At present the largest electric fan 
demand from both military and au- 
thorized civilian purchashers is for 
12 and 16-inch oscillatingytypes, WPB 
representatives reported. 

If the electric fan program is re- 
duced in the third quarter, WPB offi- 
cials said, most of the reduction prob- 
ably will be applied to manufacturers 
in Group I and II areas of the War 
Manpower Commission’s labor area 
classification. 


GEORGIA FIRM TO 
HANDLE FM RADIOS 


The Stromberg-Carlson Company 
recently appointed a distributor for its 
postwar radio, FM, and television re- 
ceivers in Georgia. The state, experts 
say, is expected to offer one. of the 
richest postwar trading areas in the 
South. Significantly, the distribut- 
ing firm named to represent the 51- 
year-old communications firm in the 
Atlanta area is the Schiffer Distribut- 
ing Company of Atlanta, Georgia. 

M. Stephen Schiffer, who heads the 
firm bearing his name, sees his firm’s 
role as “definitely and completely 
linked with the success of the local 
dealer.” An intensive knowledge of 
his market, a more-than-nodding ac- 
quaintance with the technical excel 
lence of his product, advertising, sales 
promotion and display facilities aimed 
specifically at the dealer are features” 
which rank high in Mr. Schiffer’s list | 
of “musts” for forward-looking dis-' 
tributors. 
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wh Fan pages like this in the 
SATURDAY EVENING POST, as well as in LIFE 
wes and GOOD HOUSEKEEPING, are keeping the 


famous Emerson-Electric name topmost in the buy- 



















ing minds of fan prospects. 


When fans again become available you can make cus- 
tomers of these prospects, and bring added business 


to your store, by featuring Emerson-Electric Fans. 
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Many 25-Year-Old Emerson-Electric Fans 
years ago right after I came out of year after year. Matter of fact, though, I 





the army? We'd just set up househkeep- deserve some credit, because I've oiled YOUR FANS NOW! 
ing. You were proud of my athletic fig that fan every season. ..and that's a t. my a seat wih 


medium-weight mineral oil, grade SA 
or 20. 


ure in those days, Emily...and you habit I'm going to continue . , . you can as 

+ Mthere st vibrar 
were proud of that fan, with the5-Year bet on that!” tion, due fo sorm parts ov faa ec 
Guarantee, too. Well . . . my shape may Emerson-Electric Fons will be back ... Emerson ecric Desiey or lecria 





ed. (Generally, 4 your Emer: 
Electric Fan is not more than 20 years 


hp parts are available ) 


Why Emerson-Electric Fang 
are “lifetime” fans 

The cehowey view shows the “secled™ 

tmernon fect hollow sho 


. As soon 45 critical material can 
have slipped a little, but that old an's be allocated by the Government, 
Emerson-Eiectric Fans (which 
in as fine shape as ever. have not been made for civilian 
porchase since May, 1942) will 

be bac 


a k. They will have all the 
Thank goodness we had sense 4@ugh 600 features which have charac 
terized “Emerson. Electric’ 


then to choose an Emerson-Electrit—the products since 1890 















THE EMERSON ELECTRIC MANUFACTURING CO. - ST. LOUIS 3, MO. 
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BENDIX ADVERTISING 
PROGRAM DISCUSSED 


An appliance dealer meeting was 
held recently in the T. V. A. Building, 
in Chattanooga, Tenn., for the pur- 
pose of presenting the Bendix Adver- 
tising Program. 

Calvin D. Mitchell, Southeastern 
Division manager, Bendix Home Ap- 
pliances, called the dealers’ attention 
to what Bendix had done, what they 
are doing, and what they are going to 
do in the way of advertising and pro- 
motion. He stated that in postwar, 
“the battle for the consumers’ dollar 
will be terrific” and urged dealers to 
tie in and identify themselves with 
the vast advertising program being car- 
ried on in all leading advertising 
channels. 

Mr. Mitchell stated that the Ben- 
dix Company was spending hundreds 
of thousands of dollars for neon signs, 
both outside and inside, also displays 
made of heavy masonite on which the 
Bendix is to be installed and demon- 
strated in the dealer’s store. They 
are selling these signs and displays, 
to the dealers, he said, at approxi- 
mately one-third of actual cost. 

While the meeting was held pri- 
marily to present the Bendix advertis- 
ing program, the opportunity was 
taken to present other lines. H. K. 
Dewees, of Atlanta, who represents 
Electromaster, Inc., presented his line 
of ranges and water heaters; Samuel 
Peppers, of Charlotte, N. C., South- 
eastern representative of Eureka Vac- 
uum Cleaner Company, gave a “peep 
behind the scenes” of Eureka’s Home 


Calvin D. Mitchell, Southeastern District manager, Bendix Home Appliances, 

addressing a meeting of Chattanooga electrical appliance dealers assembled 

to hear postwar plans of several home appliance manufacturers. Among the 

manufacturers represented,in addition to Bendix, were Electromaster, Inc., 

Eureka Vacuum Cleaner Co., Hamilton Mfg. Co., Schaefer Pack-A-Way. units, 
and Ironrite Ironer Co. 
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Cleaning System and Cordless elec- 
tric iron and Garbage Dispose-All 
Unit. Also introduced were the new 
Hamilton automatic clothes drier, 
which is made in both electric and 
gas; the Schaefer Pack-A-Way line, 
including home and farm freezers, 
milk coolers, ice cream and frosted 
foods cabinets; the Ironite ironer, with 
which most of the dealers were fam- 
iliar; and finally, the Bendix. 





RAYBRO HOLDS LIGHTING 
AND LAMP MEETING 


A lamp and lighting meeting was 
held recently by Raybro Electric Sup- 
plies, Inc., Tampa, Fla., for the pur- 
pose of outlining to the department 
heads and key men the postwar plans 
on the lighting and lamp business. 


In attendance were representatives 
from the General Electric Co., as well 








Among those present at Raybro’s lamp and lighting meeting in Tampa re- 
cently were the following: 
lst row, left to right: T. A. Brown, president and general manager, Raybro; W. B. 
Shenk, assistant new business manager, Florida Power Corp., St. P. burg; H. L. Rhodes, 
lighting engineer, Florida Power Corp., St. Petersburg; M. O. Hollis, assistant general man- 
ager, Raybro; J. M. Ginty, commercial department, Florida Power Corp., St. Petersburg; 
R. B. Roberts, Jr., general sales manager, Florida Power & Light Co., Miami; J. H. Keele, 
assistant general sales manager, Florida Power & Light Co., Miami. 2nd row, left to right: 
. R y, manager, Lighting Department; M. E. Olson, district sales promotional man- 
ager, General Electric Co., Lamp Dept.; R. M. Lowery, industria] sales manager, Raybro; 
D. B. Clark, representative, General Electric Co., Lamp Dept.; W. R. Young, Miami Branch 
manager, ybro; C. V. Brown, territorial representative, Raybro; R. A. Conant, counter 
sales, Raybro; J. A. Mook, Jr., merchandise manager, Raybro; Earl Pierce, assistant service 
manager, Raybro; 3rd row, left to right: T. B. Meacham, representative, General Electric 
Co., Lamp Dept.; J. H. Wade, St. Petersburg Branch manager, Raybro; R. L. Rhodes, Jack- 
sonville Branch manager, Raybro; J. B. Babb, territorial representative, Raybro; 
Bergh, assistant service manager, Raybro; R. M. Stuart, St. Petersburg sales, Raybro. Also 
present but not included in picture: W. R. Manning, Tampa Electric Co., Tampa. 


as key officials of the three principal 
utilities located in the Florida terti- 
tory: The Florida Power & Light 
Company, with headquarters in 
Miami; the Florida Power Corpora- 
tion, with headquarters in St. Peters- 
burg; and the Tampa Electric Com- 
pany, with headquarters in Tampa. 

In addition to postwar plans, a new 
business activity and a dealer develop- 
ment activity on Mazda lamps was 
inaugurated. 


EUR; A 


Operate Three Branches 


Raybro Electric Supplies, Inc., with 
headquarters in ‘Tampa, operates 
branches in Jacksonville, Miami and 
St. Petersburg, covering the entire 
state of Florida and 13 counties in 
Georgia. They are electrical whole- 
salers for wiring supplies, industrial 
apparatus, merchandise both major 
and small, and handle a complete line 
of lighting equipment. 
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BUY WAR BONDS 


BOX 177, R. PK. ANNEX, DETROIT 32, 
MICHIGAN. In Canada: BullDog Elec- 


Yocu Brot” 


BullDog technicians put in years of labora- 
tory research to develop these advanced 
principles in safety switch design—more 
years of experimental engineering to prove 
them. Result: The BullDog Vacu-Break 
Safety Switch—far ahead of the field! 
No other safety switch has the Vacu- 
Break principle of arc suffocation—Clamp- 
matic contacts tight as a bolted connection 


SAFETY SWITCH WITH “CLAMPMATIC” CONTACTS 


in the ON position, thus reducing heating 
—-simplified mechanism for positive opera- 
tion—modern streamlined cabinet—ample 
interior wiring space without sacrificing 
over-all compactness. Capacities from 30 
Amp. to 1200 Amp. 

Take the word of top-flight engineers in 
leading plants of the nation. Or investigate 
for yourself. Write for illustrated folders. 


BULLDOG—_—=“ 


ip 


tric Products, Ltd., Toronto. Field Engi- 
neering Offices in All Principal Cities. 
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ELECTRIC PRODUCTS 
ee SaffoFuse Panelboards—Switchboards— 


Circuit Master Breakers — BUStribution 
DUCT, for “plug-in” power — Universal 
Trol-E-Duct, for flexible lighting—%Indus- 
trial Trol-E-Duct, for moving “loads.” 





WESTINGHOUSE LAUNCHES 
1945 CONSERVICE SCHOOLS 


Westinghouse “Conservice” schools 
for 1945 will be expanded to include 
half-day sessions on commercial re- 
frigeration and on the Westinghouse 
automatic washer, the Laundromat, it 
was announced by L. K. Baxter, man- 
ager of the Service Department of the 
Company’s Appliance Division, Mans- 
field, Ohio. 

Other features of this year’s schools 
include a 30-minute talking motion 
picture in full color, entitled, “It All 
Adds Up,” which shows how good 
service builds good will and illustrates 
the steps in the training of a young 
service man just starting out on home 
calls; and a sound slide film, also 30 
minutes long, on ““The Refrigeration 
Temperature Control,” with Ben 
Grauer as commentator. 

The 1945 Conservice schools will 
be sponsored throughout the country 
by distributors for their dealers and 
dealers’ service men, as in the past, 
according to Mr. Baxter, with West- 
inghouse service supervisors conduct- 
ing the sessions. 

The program consists of two sep- 
arate and distinct one-day schools: the 
first school covers ‘domestic refrigera- 
tors and refrigeration specialties, in- 
cluding condensing units, reach-in re- 
frigerators, beverage coolers, milk cool- 
ers, water coolers and plug-in air con- 
ditioners. The second school deals 
with electric ranges, electric water 
heaters and laundry equipment, with 


the latter section divided into two 
parts; the Laundromat and conven- 
tional washers and ironers. 

The current Conservice refrigera- 
tion school features a giant school of 
a refrigerator temperature control. All 
operational parts, large enough so that 
they can be seen clearly by the class, 
are mounted on a demonstration 
board and connected to gauges which 
show the effects of adjustments for 
temperature range and for differential. 
This enables the instructor to present 
a step-by-step demonstration of what 
happens when an adjustment is made. 

“With a separate board devoted 
this year to the temperature control, 
we feel that the domestic refrigerator 
operational demonstration _ board, 
which formerly contained the control, 
gains greatly by simplification and will 
be much easier to understand than 
heretofore,” Mr. Baxter pointed out. 

“By the addition of certain parts, 
the giant control and the control dem- 
onstration board can be made into a 
commercial control demonstrator. 
There’s also a new commercial refrig- 
eration demonstration board, on 
which is mounted a compressor, fan- 
cooled condenser, heat exchanger, 
gauges and electrical meters. 

“Thus the operation of the unit 
can be explained, checks for efficiency 
can be made, and tests for capacity 
can be run while the instruments reg- 
ister head pressures and wattage. The 
adjustment of the expansion valve for 
super heat. can be shown and the 
use of the heat exchanger demon- 





L. E. Bricker, staff service supervisor of the Westinghouse Electric Appliance 
Division, at Mansfield, Ohio, on ranges, water heaters and dish washers, 


points 


out features of the new electric range operational demonstration 


board which will be featured in this year’s Westinghouse Conservice Program. 
Looking on are W. F. Schanz and J. A. Brown, both service supervisors for 
Westinghouse West Coast districts. 
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strated,” the Westinghouse service 
manager said. 

“These new school materials,” he 
continued, “plus an analyzer demon- 
strator for visualizing the checks of 
the electrical circuit and the new 
sound slide film on the refrigerator 
temperature control, make our refrig- 
eration school more valuable than ever 
before, we believe.” 

Conventional laundry . equipment 
will be featured using operational 
boards and large charts. School equip- 
ment will show service adjustments on 
all models produced. The 1945 Con- 
service schools will also include a new 
Laundromat operational demonstra- 
tion board, hooked up to a Westing- 
house automatic washer. When a 
part of the board is operated, the 
Laundromat goes into that part of the 
cycle governed by the control of the 
board. 

The action of the water baffle and 
the operation of the thermostat are 
shown on the new electric water heat- 
er operational board. 

Large trouble diagnosis charts, 
25x35, some in four color, some in 
black and white, are available for each 
session of the two schools. These in- 
clude 24 charts on domestic refrigera- 
tors, covering the cycle of operation, 
the temperature control, unit troubles 
diagnosis and correction, and analyzer 
checks of the electrical circuit; 17 
charts on refrigeration specialties; 25 
on the electric range; 16 pertaining to 
electric water heaters, 22 on water 
coolers, 14 on milk coolers, and 11 in 
portable air conditioners. 

True and false quizzes, similar in 
scope to the popular checks used at 
the end of each session in former Con- 
service schools, are again included in 
the Westinghouse instruction ma- 
terial. 


CEILING ADJUSTMENTS FOR 
ELECTRICAL CONTROLS 


Ceiling price adjustments, that may 
be necessary for electrical controls, 
such as thermostats, when they are 
again produced in greater volume for 
civilians, were discussed at the first 
formal meeting of the Domestic and 
Commercial Contro] Manufacturer's 
Industry Advisory Committee with of- 
ficials of the Office of Price Admin- 
istration, held recently in Washing: 
ton, D. C., OPA reported. 

A task committee from members of 
the group was formed to work with 
OPA in drawing up a cost question- 
naire to be sent industry members to 
determine what, if any, ceiling price 
adjustments may be necessary. OP. 
told the committee that its pricing 
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Pe ee 3 


TURRETS 


Turret for TBM-2 
Avenger Torpedo Bomber 





Samson Automatic 
Heating Pod 


WERE AUTOMATIC 
HEATING PADS 





SAMSON UNITED COULD SUPPLY 
MORE THAN 350,000 A MONTH 


The Avenger Torpedo Bomber is playing a vital 
role in the successful operations of our naval 
task forces. 

Samson United is proud to be building a very 
important part of this plane—the highly compli- 
cated power Turret. In so doing, Samson has not 
only met the strict specifications of a critical cus- 
tomer... the United States Navy... but 
for nearly three years has reached or 
exceeded production quotas. 

The tremendous output of just this one 
war item is ample proof that Samson 
could, if required, supply more than 





350,000 Automatic Heating Pads each month... 


pads that include such patented features as 3 
FIXED HEATS with 4 Safety Controls on each 
heat. 

As soon as Uncle Sam gives the green light 
to volume peacetime manufacture, SAMSON 
patented-method Heating Pads will be produced 
in quantities sufficient to meet the needs 
of those who look to you for quality 
electrical appliances. And they will be 
even finer in construction and opera- 
tion because of the extra knowledge 
gained from precision wartime work. 


Wey 


= SAMSON © 


“Any 


SAMSON UNITED CORPORATION, ROCHESTER 10, N.Y.-SAMSON UNITED OF CANADA, LIMITED, TORONTO ° 
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consideration will also involve a study 
of the industry’s methods of distribu- 
tion. 

Because the industry’s present pro- 
duction consists mainly of electrical 
controls used in Army tanks and air- 
planes, it is expected that the indus- 
try will be slow in getting back into 
peacetime production. However, a 
small part of present production is in 
thermostats for home and commercial 
furnaces. 


ELECTROMASTER LINE 
HANDLED BY HIGGINS 


Higgins Industries, Inc., of New Or- 
leans, builders of famous invasion 
landing craft, will enter the postwar 
electric appliance picture as distribu- 
tors for Electromaster ranges and wa- 
ter heaters. A feature of the distribu- 
tor’s display rooms will be complete 
interior kitchens where cooking 
demonstrations using Electromaster 
equipment will be given for the bene- 
fit of dealers’ customers. 

Gerald Hulett, vice-president of 
Electromaster, in announcing the: ap- 
pointment, said that the Higgins ter- 
ritory will include Louisiana, southern 
and central Mississippi. 

A new Appliance Division has been 
established by Higgins. Headquarters 
and display rooms will be in a modern 
air conditioned building. Formerly the 
offices of the Higgins City Park plant, 
it will be the “finest and most modern 
distributor’s center in the South,” ac- 
cording to Mr. Hulett. 

This appointment is an additional 
step in Electromaster’s two-fold post- 
war program, one phase of which is 
the development of a nation-wide sales 
and service organization to make Elec- 
tromaster ranges and water heaters 
easily available to customers through- 
out the country. The other phase .of 
this program is the designing of a 
complete line of new and improved 
models incorporating the latest de- 
velopments. 


FM DEMONSTRATION GIVEN 
SPARTON SALES MEETING 


High spot of Sparton national sales 
meeting at Jackson, Michigan, Febru- 
ary 14th and 15th was a demonstra- 
tion of striking new radio models with 
FM. Although Jackson is approximate- 
ly 30 miles beyond the effective radius 
of the station used, the reception was 
perfect. A number of new cabinets 
styled by the internationally famous 
designer John Tjaarda were received 
by the meeting with great enthusi- 
asm. 

Ed Bonia, general sales manager of 
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S. R. Sellers 


Radio and Appliance Division, ad- 
dressing the meeting, said in part: 
“No man knows when the starting 
gun for the postwar radio sales race 
will be fired; but whenever it is, 
Sparton will be ready. The S. C. M. 
P.—the most successful talked-of sales 
plan in the industry—had proved it- 
self successful beyond question prior 
to the war and will be continued 
without fundamental change. As a 
result of the extensive advertising that 
has been done on this plan in con- 
nection with the high cost of distribu- 
tion, we have received at the factory 
thousands of interested inquiries from 
well rated dealers in all parts of the 
U. S. A. 

It is your job now to go out and tell 
these dealers that the postwar Sparton 
radio line will not only live up to 
previous Sparton reputation for fea- 
tures, tone and cabinet styling but 
will be extremely competitive in 
price.” 

Following Bonia, Harry Sparks, 
president, informed the meeting in 
detail of the strong financial and 
manufacturing position of his com- 


pany- 


KELVINATOR’S POSTWAR 
SALES ACTIVITIES 


Still engaged in war work, three 


‘important staff members have been 


designated to handle Kelvinator’s 
three huge regional territories in its 
national postwar _ sales activities, 
Charles T. Lawson, Nash-Kelvinator 
vice-president in charge of Kelvinator 
Divison Sales, announced recently. 
“We intend to continue, into the 
postwar period, the streamlining pro- 
gram successfully undertaken by Kel- 
vinator in 1940, when the distribution 
operation was tightened all along the 
line,” Lawson said, recalling that Kel- 
vinator at that time sharply reduced 
prices, trimmed its model line, con- 
centrated its output in the hands of 





H. C. Patterson 
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C. J. Bachman 


selected retailers, and more than 
tripled its sales. 

“There will be no basic change in 
these policies, which were reaching 
their fullest effectiveness when the 
war ended domestic activities,” he 
added, “except that they will be ap- 
plied more vigorously to our own dis- 
tribution organization. Just as the 
best retailers were selected on their 
market areas, greater responsibilities 
will be placed in the hands of men 
best qualified to do the big postwar 
jobs.” 

The country has been sliced into 
three wide territories—east, west and 
Pacific, assigned respectively to S. R. 
Sellers, H. C. Patterson and C. J. 
Bachman. 

Eastern Manager Sellers was range 
sales manager of Kelvinator before 
drawing a full-time war assignment as 
assistant to the vice-president in 
charge of Detroit plant operations. 
Western Manager Patterson was Cin- 
cinnati zone manager before the war, 
when he became assistant to the pres- 
ident, assuming charge of the com- 
pany’s Washington government office. 
C. J. Bachman continues as Pacific 
coast manager, a post he was appoint- 
ed to just prior to the war. 


ANNUAL ELECTION OF 
FORT WORTH NECA 


In the annual election early this 
year, members of the Fort Worth 
Chapter, NECA, chose the following 
officers: President and chairman of 
the board of directors, G. C. White, 
of the Empire Electric Co.; vice-pres- 
ident, Jack E. Burton, of the Hens- 
ley Electric Co.; treasurer, Fred Ruf- 
ner, Rufner: Electric Co. 

In addition to the officers, mem- 
bers of the board of directors are: 
Charles W. Shryoc, Ewell Electric 
Co.; G. E. Sossaman, Foshee Electric 
Co.; and W. C. Bryant, Wortham 
Electric Co. 
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The advertisement repro- 
duced here is one of a 
series appearing in the 
Saturday Evening Post, 
Ladies’ Home Journal 
and Good Housekeeping. 
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m- In the past, manufacturers’ salesmen buyers learn that they can get highest 
ce. selling nothing but vacuum cleaners quality vacuum cleaners from retailers 


a from house to house, have walked off coos vs $10 ov $20 less than from 
with far too much business that could manufacturers’ salesmen. 


That’s why Premier’s advertising will 
continue to go all out to bring buy- 
That business will be yours when ersin.... into your store. 


have been yours. 
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White ~ and Rufner ~ were ~ re- 
elected while Burton and the three 
board members are newly elected. 
Matt T. Dorsett, secretary - manager, 
was re-elected for a second term. 


Fourteen Fort Worth contracting 
firms are new members of the chap- 
ter. They are: Eugene Ashe Electric 
Co., Empire Electric Co., Ewell Elec- 
tric Co., Foshee Electric Co., Gen- 
eral Engineering Co., Hensley Electric 
Co., Michael Electric Co., Republic 
Electric Co., Rufner Electric Co., 
Shotts Electric Co., State Electric Co., 
White Electric Co., Wills Electric 
Co., and Wortham Electric Co. 


ELECTRIC LEAGUE OF 
RICHMOND MEETS 


The April meeting of the Electrical 
League of Richmond (Va.) was high- 
lighted by an address by M. R. New- 
comb, commercial engineer for Syl- 
vania Electric Products, Inc., who 
spoke on “Electronics in Lighting.” 
L. L. Bond, league president, presided, 
and Walker C. Cottrell, Jr., chairman 
of the program committee, introduced 
the speaker. 


SHREVEPORT WHOLESALER 
IN NEW QUARTERS 


The Electric Supply Company, 
electrical wholesaler of electrical sup- 
plies, appliances, and lighting fixtures, 
of Shreveport, La., has moved to a 
new home in downtown Shreveport, 
six blocks from the Court House, on 
one of the main thoroughfares from 
the residential section. Abry S. Cahn, 
president, reports that the new loca- 
tion affords spacious warehouse facili- 
ties, well lighted, air conditioned of- 
fices, ample parking space, and exccl- 
lent freight facilities. 

In addition to being the distributo: 








in the Shreveport area for Crosley 
appliances, Electric Supply Company 


also serves the Arkansas-Louisiana- 
Texas area with a complete line of 
electrical supplies, lighting fixtures, 
and construction materials. Bird floor 
covering was added recently to com- 
plete the line. 

Officers of the company, in addi- 
tion to Mr. Cahn, include: vice-presi- 
dent, Henry E. Cahn; secretary-treas- 
urer, Carrol C. Cahn; manager, W. A. 
Wakeman; and R. A. Wilkes in charge 
of appliances. 


BETTER SELLING PLANS 


“FOR POSTWAR EXPANSION 


If retail distribution is to contribute 
its vital share to the creation of more 
jobs and the maintenance of purchas- 
ing power, “more intensive retail sell- 
ing and service is imperative.” The 
National Retail Dry Goods Associa- 
tion’s Postwar Committee on Better 
Selling, after months of- research, has 
just issued a 28-page report on the 
subject, entitled “Gearing Manage- 
ment for Better Selling,” which em- 
phasizes this point. 

Early in the report, it is stressed 
that “Better selling is not just the 
final act of service to the customer, 
but is in effect ‘running our business 
better,’ for the primary function of 
retailing is to sell merchandise, and 
selling and service are the merchant’s 
only justification for existing. The 
best and most carefully selected mer- 
chandise is lessened in value if it is 
not properly presented and effectively 
sold 

“It requires,” the report continues, 


Left, city counter in Electric Supply 
Company’s spacious new home, in 
Shreveport, La. Right, exterior of the 
new Electric Supply Company building 
located in downtown Shreveport. 
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“the harnessing and organizing of all 
store functions so that the retailer can 
perform all his operations more ef- 
fectively toward a single goal of better 
service. 

“Better selling means better over- 
all sales performance than existed prior 
to the war—not just better than that 
offered customers during these un- 
usual times.” 

The committee lists the following 
10 principles as being essential to any 
successful program for better selling: 

1. Top management must take a 
direct and active interest in achieving 
better selling. 

2. The store’s organization must be 
revised and geared to accomplish this 
objective. 

3. Lines of authority and respon- 
sibility must be clearly defined and 
assigned from top management down. 

4. Personnel administration must 
be re-evaluated, assigned its proper 
role, and made directly responsible to 
top management. 

5. Human values as well as mer- 
chandise values must occupy their 
proper place in any effective selling 
program. 

6. Personnel policies covering all 
phases of employer-employee relations 
must be formalized, publicized in 
writing, thoroughly understood by all 
employees and consistently enforced. 

7. Responsibility for the mainte- 
nance of continuous on-the-job train- 
ing must rest with the department 
manager or supervisor. 

8. All store jobs must be re- 
analyzed, defined, and properly eval- 
uated. 

g. “Selling” must be established as 
a profession and career in itself. 

10. Selling methods, employment 
standards, and training techniques for 
certain selling and non-selling depart- 
ments must be analyzed and revised 
to meet specialized competition. 














BI-METAL “BRAINS” 





What makes today’s modern war plants modern? 
One of the most important things is automatic circuit 
protection for every vital electrical circuit. 

Your Westinghouse Distributor is equipped to help 
you meet and compete with these new standards for 
electrical efficiency in the most practical way, with 
least possible cost. “De-ion” circuit breakers—the 
protective devices with the Bi-metal “brain” that dis- 
tinguishes between harmless temporary overloads and 
dangerous ones—are a Westinghouse development. 
He can supply you with them in every form needed 
to meet your requirements—in switchboards, panel- 
boards or separate enclosures. 

AB “De-ion” circuit breakers will protect your pro- 
duction schedules, as well as your circuits and ma- 
chines. They prevent unnecessary service interruptions 
and enable restoring service faster. They are one of the 
many electrical aids on which your Westinghouse 
Distributor can advise and help you in bringing your 
plant up to par electrically. Ask him to help you check 
up electrically—today! J-60596 


@® Westinghouse 


PLANTS IN 25 CITIES. OFFICES EVERYWHERE 
ELECTRICAL SQUTH for MAY, 1945 


TWENTY-ONE OTHER WAYS. your. Westinghouse Distributor can 
help you in planning electrical modernization, whether for 
a single department or for your entire plant, are suggested in 
this new book. It provides a valuable check list on modern 
electrical practice . . . from incoming ehecneient power to 
methods of utilization and con- 
trol. Ask your Westinghouse 
Distributor today for a copy of 
B-3476. Or write Westinghouse 
Electric & Manufacturing Co., 
P.O. Box 868, Pittsburgh 30, Pa. 


Dyke 
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NEW OFFICERS ELECTED 
FOR SOUTH TEXAS NECA 


New officers of the South Texas 
Chapter, NECA, with headquarters 
at San Antonio, are reported by Tem- 
ple Wheeler, secretary-manager, as 
follows: President, Truman J. Rene- 
berg; vice-presidents, Fred R. Loth, 
A. W. Schmidt and Charles M. Ma- 
thieu; directors, A. C. Loyd, W. K. 
Jennings, Jr., H. L. Scott and T. J. 
Vollmer; treasurer, John Thomson. 

Renebert; Loyd and Vollmer are 
newly elected and Wheeler, the secre- 
tary-manager, was re-elected for his 
second year in office. 


S. E, TEXAS CHAPTER 
NECA ELECTS OFFICERS 


Officers of the Southeast Texas 
Chapter, National Electrical Contrac- 
tors Association, have been re-elected 
for another year. They are: president, 
Charles E. Seiders; vice-president, W 
G. Poole, and secretary-tresurer, W. 
H. Kirk. 

Members of the board of directors, 
in addition to the officers, are J. R. 
Fisk, H. J. Pfeiffer and J. S. Cope- 
land. 

Charles Scholibo was 
chapter manager. 


re-elected 


ZENITH AND NORGE 
DISTRIBUTOR APPOINTED 


The Gas Engine and Electric Co., 
Inc., 280-282 Meeting Street, Charles- 
ton 9, S. C., has been appointed dis- 
tributor for Zenith radios and Norge 
refrigerators in the South Carolina ter- 
ritory, it has been announced by A. 
D. Wall, president. 


SOUTHEASTERN IRONRITE 
DISTRIBUTORS APPOINTED 


Distributors for the Ironrite Ironer 
Company in the Southeastern terri- 
tory were recently appointed, accord- 
ing to announcement by W. Frank 
Smith, Southeastern Division man- 
ager, of Knoxville, Tenn. 

Distributors appointed include the 
following: Southern Appliances, Inc., 
Charlotte, N. C.; Cain & Bultman, 
Inc., Jacksonville, Miami and Tampa, 
Fla.; Cabell Electric Co., Jackson, 
Miss.; Birmingham Electric Battery 
Co., Birmingham, Ala.; Wayne Spinks 
Co., Inc., Memphis and Nashville, 
Tenn.; Automatic Home Appliances, 
Chattanooga, Tenn.; House-Hasson 
Hardware Co., Knoxville, Tenn; 
Jones-Cormett Electric Co., Inc., 
Welch, W. Va.; Pensacola Appliance 
Co., Pensacola, Fla. 
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NEW MOTOR REPAIR SHOP 
FOR MEMPHIS, TENN. 


A new organization, known as the 


Industrial Electric & Supply Co., 
Memphis, Tenn., is installing equip- 
ment to make their motor repair shop 
a modern and up-to-date one. Asso- 
ciated in the new firm, which is a 
member of NISA, are J. V. Hunt, 
president; John V. Egle, vice-presi- 
dent, and Ralph M. Trobaugh, secre- 
tary-treasurer. All of these men are 
old timers in the electrical field, and 
well known in their territory. 


EUREKA ANNOUNCES 
NEW DISTRIBUTORS 


Eureka Vacuum Cleaner Company, 
of Detroit, has appointed three new 


ee 
PERSONAL NOTES 
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Ward R. Schafer has been elected 
vice-president of Edison General Elec- 
tric (Hotpoint) Appliance Company, 
in charge of sales, according to an 
announcement by R. W. Tumbull, 
president. The action was taken at a 
board of directors meeting recently. 

Mr. Schafer has been with Hot- 
point since 1923, when he joined the 
company as an engineer in the com- 
mercial cooking division. Later he 
served. as manager of product service, 
and was manager of the company’s 
range division when war production 
interrupted production in 1941. Dur- 
ing 1942 he gained a leave of absence 
from the company to superintend the 
construction of a 26 million dollar 





Ward R. Schafer 
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distributors to handle postwar prod- 
ucts, it was announced by George T. 
Stevens, vice-president in charge of 
sales. 

New distributors named were: Bon- 
durant Bros., Inc., Knoxville, Tenn. 
Burlington Hardware Company, Bur- 
lington, Vt. and Radio Specialty 
Company, Milwaukec, Wis. 

Recently expanded war production 
of the Eureka company has necessi- 
tated postpénement of the manufac- 
ture of home cleaning systems, cord- 
less electric irons, and other home 
appliances which will be made when 
war conditions warrant. However,.the 
company is proceeding with comple- 
tion of its national distributor organ- 
ization in preparation for reconver- 
sion. 





butadiene plant in Texas. He te- 
turned to the company as manager of 
the western sales region in 1943, later 
being placed in charge of all Hotpoint 
sales. 

Mr. Schafer will continue to main- 
tain his headquarters at the company’s 
Chicago offices. 


* * ** 


C. B. McCartney, general superin- 
tendent of transmission and distribu- 
tion, Florida Power Corporation, an- 
nounces the appointment of V. R. 
Parrack as superintendent of distribu- 
tion with headquarters in St. Peters- 
burg. Mr. Parrack was formerly sys- 
tem distribution engineer for the Vir- 
ginia Public Service Company, at 
Charlottesville. Before that he was 
with the Carolina Power and Light 
Company as distribution design engi- 
neer for nine years. He is a graduate 
of the University of Virginia with a 
degree in electrical engineering. 

Mr. McCartney also announces 
that W. L. Pilsbury has been moved 
to the general office as superintendent 
of transmission and will be in direct 
charge of all the system’s transmission 
problems. 

* * * 

George A. Seaman, for two years 
representative in Division 5 of the 
National Electrical Contractors Asso- 
ciation, comprising eight Southwest- 
ern states, has been made field su- 




















The White Electric Water Heater is a Product of Utmost Quality — 
Merchandised Exclusively Through Recognized Distributors and Public 
Utilities * Your Inquiry Will Be Appreciated 


| w// 2ST ae 
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= MEIDDELEVELLE, MICHIGAN 


ELECTRICAL SOUTH for MAY, 1945 





pervisor and is eventually expected to 
move his headquarters to Washing. 
ton. Mr. Seaman, who presently head. 
quarters in Fort Worth, Texas, will 
continue over Division 5, however, 
for an indefinite period and no date 
has been set for his removal to Wash. 
ington. 


x * 


W. D. Rowlands, president of 

Major Appliances, Inc., of Florida, 

announces the appointment of D., C. 

ioe Cunningham as general sales manager 

FOR THE CONTROL OF LIGHT AND POWER ; of their company, effective June Ist. 
~ Major Appliances, Inc., is one of the 

leading statewide distributors in Flor- 

ida, with headquarters in Miami and 

branches in Tampa and Jacksonville, 


= D. C. Cunningham 
MULTI-BRE AKERS 
Mr. Cunningham has a background 
of 25 years in the merchandising of 
major appliances with factories and 
distributors, and he is thoroughly 
familiar with dealers’ problems and 
how best to assist them. He and his 
associates operated one of the first 
exclusive major appliance distributing 
and retailing companies in Syracuse 
for many years, following which he 
- became New York state manager, 
SWITCHES = ve. eastern sales manager and general sales 
OS Covk manager of Gainaday Electric Co., of 
Pittsburgh. 
For the past 13 years he has func- 
tioned as divisional sales manager for 
Easy Washing Machine Coprp., of 
Syracuse, and during the past five 
years has been southern divisional 
sales manager, with headquarters in 
Atlanta. 


SAFETY 
A 


* * * 
LBOARDS -" : . 
hare Distribution— fi Appointment of Earl L. Hadley as 


. + and P > 
Light on <cireuit Breaker TYPE ex director of advertising and sales pro- 
‘ motion for the company’s forthcoming 
- aan ae re = e of po and bon radios and radio- 
i — « , ~~ , phonograph combinations was an- 
oo” ify ee _— Nr é 4 nounced recéntly by Leonard C. 
re “a i ape Ee Truesdell, general sales manager for 
is home radio, Bendix Radio division of 
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“One of a Series Interpreting Hotpoint’s Promise to the Public: Dependability Assured by 40 Years Experience,” 


The Hotpoint Nameplate 


For Investment Protection 


b gong good-will, your stand- Hotpoint trade-mark has always 


ing in your community, been regarded asa solid symbol 
represents a sizable investment of dependability. 
to you as a home appliance 


@@ In the days of peace ahead, 
Hotpoint will continue to stand 
@ @ That investment is best pro- as a symbol of merchandise value, 
tected by your determination to quality and prestige that will add 
sell rightly-priced products of top strength and protection to your 


dealer. 


quality. present and future business. 

@@ The Hotpoint nameplate © @ Forty years of housekeeping ex- 
assures you that your investment perience in millions of American 
will be well protected. In more homes make Hotpoint the thought- 


than 17,000,000 American ful homemaker’s choice. 
homes, Hotpoint appliances have 


served faithfully and with utmost vib acts 
efficiency. To three generations Edison General Electric Appliance Co., 
of American families the Inc., 5614 W. Taylor St., Chicago 44, Ill. 


Ql Ay, 


Hotpoint 
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CHROMALOX Gives 
More Contact Area 


Cross section of INCONEL sheathed 
tube shows the exclusive CHRO. 
MALOX design which gives max- 
imum cooking contact area. 


These famous CHROMALOX 
Tubulars are the result of 25 
years continuous research and 
engineering in the field of elec- 
tric heat under rigidly main- 
tained standards of excellence. 








Y 
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* Speed! Electrical Testing Laboratories prove 
it. Housewives acclaim it—faster than 
you thought possible. 


*Long Life! Made of INCONEL—the finest 
heat resisting alloy known— 
which guarantees long trouble-free life. 


* Eas Cleanin § CHROMALOX reflector 
y 9: lifts out. It’s washed as 


easily as a china dish. 


* Economy! The large flat cooking surface, 


that stays flat, provides greatest 
possible cooking efficiency. 


These famous CHROMALOX Tubulars will be 
available just as soon as their vital materials are 
released from war work. CHROMALOX Sxper- 
Speed and Heatflo now available for all ranges. 


EDWIN L. WIEGAND CO. 
7600 Thomas Bivd., Pittsburgh 8, Pa. 
C. B. Rogers, 1000 Peachtree St., N.E., Atlante, Ga. 
L. R. Ward Co., 403 Southland Building Annex, Dallas 1, Texas; 
932 M&M Building, Houston 2, Texas 
W. R. Phillips, P.O. Box 2561, Raleigh, N.C. 


0 17000 1301968 10 10 GMdCeMn NMS 


CHROMALOX 
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Earl L. Hadley 


Bendix Aviation Corporation, Balti- 
more, Md. 

Hadley, a pioneer executive in the 
radio advertising field, will assume im- 
mediate pre-planning and direction of 
the nation-wide advertising and mer- 
chandising program already under way 
to herald Bendix Radio’s projected 
expansion in home radio manufacture 
and marketing as soon as the military 
situation permits, Truesdell stated. 

As advertising and promotion man- 
ager for the Grigsby-Grunow Com- 
pany, Hadley directed advertising and 
promotion for Majestic Radio, which 
was sold through 100 distributors and 
some 6,000 dealers, it was stated. More 
recently he was advertising director 
for the Rudolph Wurlitzer Company 
and general manager of the Chicago 
industrial designing firm of Barnes 
and Reinecke. 

* * * 


A. H. Patton has been appointed 
district manager of the Atlanta terri- 
tory for Proctor Electric Company of 
Philadelphia, manufacturers of the 
famous Neverlift iron, by Robert M. 
Oliver, vice-president in charge of 
sales. Mr. Patton brings to the Proc- 
tor Electric Company 17 years of ex- 
perience in the electrical appliance 
field and formerly was associated with 





A. H. Patton 
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The Ward Leonard line of rheostats includes the widest range of sizes, tapers 


and current ratings from the tiny types for radio to huge multiple 
assemblies for the heaviest industrial use. Smooth operation, durable con- 
tacts and extreme dependability characterize all Ward Leonard Rheostats, 


Resistors and Relays. Write for bulletins of interest to you. 


RELAYS « RESISTORS ¢ RHEOSTATS 


R clectric control @) devices since 1892. 


WARD LEONARD ELECTRIC COMPANY - 37 SOUTH ST. - MOUNT VERNON, N. Y. 
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Westinghouse Electric Supply Com- 
pany, W. D. Alexander Co., and the 
Georgia Power Company. His territory 
will embrace eastern Tennessee, west- 
ern North Carolina and the states of 
South Carolina and Georgia. He will 
make his headquarters in Atlanta. 
* * o& 

James F’. Pedder, advertising man- 
ager, Frigidaire Division, General Mo- 
tors Corporation, has announced the 
following appointments: 

Robert C. Wright, former commer- 





R. Wright 





Inseo Williams 


cial advertising specialist, has been ap- 
pointed manager of commercial ad- 
vertising. Insco Williams, former act- 
ing manager of displays and exhibits, 
has been appointed manager. Both 
men bring to their new posts the 
experience of many years in their re- 
spective fields. 

Mr. Wright has been associated 
with Frigidaire for 18 years, devoting 
a large portion of his time to adver- 
tising activities relating to the com- 
mercial refrigeration and air condi- 
tioning market. 


















EFFICIENCY 


CABLE STRAIN-CLAMP 


. « Stands Direct Pull of over 
17,000 Ibs. before cable 








Clamps available in three sizes for 
Cable diameters of 1/0 to 1,500,000 


By actual test, the EFFICIENCY Cable Strain 
Clamp will withstand a direct pull of over 
17,000 pounds without permitting the cable to 


slip. This powerful grip results from the 
EFFICIENCY Clamp's "H'' design, incorpo- 
rating a high ridge across the center of the 
cable channel and a U-bolt at each end. 


Adaptability to all requirements is provided 
in the EFFICIENCY Clamp's alternate con- 
struction . . . which may be clevis or eye, 
according to your requirements. Both styles 
are furnished for A.C, or D.C. service. 
Write today for your copy of EFFICIENCY 
Catalog No. 38B . . contains complete 
construction and application data on all 
EFFICIENCY Devices. 





"MANUFACTURERS or EFFICIENCY. . 
ELECTRICAL DEVICES FoR _. 











Mr. Williams also has been with 
the Frigidaire organization for 18 
years, during which time he has been 
responsible for the creation and de. 
velopment of Frigidaire displays, dem. 
onstration devices and exhibits. 

* x x 


Elizabeth Woody has been appoint. 
ed director of the General Electric 
Consumers Institute, C. R. Pritchard, 
general sales manager of the com. 
pany’s appliance and merchandise de. 
partment, has announced. Miss 
Woody was director of foods for Me- 
Call’s Magazine from 1935 to 1944 
and previously had long experience as 
an advertising copywriter and director 
of daytime radio programs. 





Elizabeth Woody 


As director of the institute, Miss 
Woody will head up a broad program 
of basic food research and an exten- 
sive consumer information program 
designed to disseminate as widely as 
possible practical solutions to home- 
making problems. Miss Woody and 
her staff will test all appliances in the 
Institute’s laboratories from the house- 
wife’s viewpoint, checking their find- 
ings in the homes of consumers with 
factory engineers to ensure most satis 
factory product performance and de 
sign. 

Dr. Donald K. Tressler will con- 
tinue as a consultant to the General 
Electric Company on special problems 
in connection with food technology. 

% x 


W. A. Emerson, Southeastern Dis 
trict manager of the Westinghouse 
Electric Supply Company, has an- 
nounced six major personnel changes 
in his district. The men and theit 
positions are: 

L. G. Hardy, formerly branch man- 
ager at Jacksonville and Tampa, |'la, 
has been appointed Southeastern Dis 
trict Appliance manager with head- 
quarters in Atlanta, Ga. Starting with 
the Westinghouse Electric and Manu- 
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CIRKLAIR FANS 
NOW AVAILABLE 


Dealers are invited to write us regarding 
Cirklair Attic Fans and Circulating Air 
Fans which we are producing in limited 
quantities. 


The press shown in the illustration is 
one of the largest mechanical presses in 
this section. It is three stories high, 
weighs 125,000 Ibs., exerts a total 
pressure of 800,000 Ibs., and stamps and 
forms, in one operation, steel sheets 
up to six feet. 


In War Production Now 


In Peace Production Later 


Manufacturing important products and parts for products necessary to the war effort has 
been our main job for the past four years. It is still our main job, and will be our main job 
until the last of our enemies has been beaten into subjection. 





When we are told that the job is completed, then our vastly enlarged facilities, our accum- 
ulated knack in precision manufacturing, our experience in large scale, economical production, will 
be converted as rapidly as possible to the manufacture of peace-time goods. 


Just as we have accepted full responsibility for our part of supplying dependable fighting 
equipment, so will we accept responsibility for producing dependable improved heating and venti- 
lating equipment . . . and perhaps other modern products. 


The FOLSOM Co. 


MANUFACTURERS OF 
CIRKLAIR HEATING AND VENTILATING EQUIPMENT 


3104 Oak Lane Dallas 10, Texas 
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facturing Company’s Appliance Divi- 
sion in 1934, Mr. Hardy joined the 
Supply Company in 1939. A native of 
Pensacola, Fla., he studied electrical 
engineering at Tulane University. 

C. W. Spengler, of Miami, Fla., has 
been named acting manager of the 
jacksonville branch. After taking his 
degree in electrical engineering at 
Georgia Tech, Atlanta, Ga., he joined 
the Supply Company in 1936. Since 
that time he has specialized in the 
sale of apparatus and commercial and 
industrial lighting. 

E. L. Houston has been appointed 
acting manager of the Tampa branch. 
He joined Westinghouse Electric and 
Manufacturing Company in 1920, do- 
ing general office and advertising work 
and, in 1936, he became affliated with 
the Jacksonville office of the Supply 
Company. 

S. R. Clark, formerly acting man- 
ager at Charlotte and Columbia, S .C., 
was appointed branch manager at 
Charlotte. Mr. Clark came to the 
Supply Company in 1939 as an appa- 
ratus and supply salesman, aftet taking 
his degree in mechanical engineering 
from Clemson College, Clemson, S. 
C., and completing the graduate stu- 
dent course given by the Westing- 


house Electric and Manufacturing 
Company. 

O. C. Rhodes, of Tampa, was made 
acting manager of the Columbia, S. 
C., branch. Mr. Rhodes joined the 
company as a salesman in 1936. 

R. E. Hallman, of Charlotte, was 
made acting manager of the Green- 
ville, S. C., branch. Mr. Hallman was 
formerly office manager at Charlotte 
and later apparatus and supply sales- 
man in the Charlotte territory for the 
Supply Company. 


x xe x 


Thurlo F. Johnson, who has been 
with the Norge division of Borg- 
Warner Corp. since 1933, has been 
named national service manager, it 
was announced by M. G. O’Harra, 
vice-president and general sales man- 
ager. He succeeds J. R. Cameron, 
who has resigned. 

Johnson entered the company’s em- 
ploy in the manufacturing division, 
later transferring to inspection. He 
joined the service department in 1935 
as a national field service representa- 
tive covering all Norge household ap- 
pliances as well as heating and com- 
mercial products. In 1939, he was 











S&CURTIS 


6135 WEST 6578 


@ Recessed Lighting is now available without priority. The extensive Curtis line 
enables you to tackle any recessed job. e Two basic types with several modi- 
fications give the contractor everything he needs. @ Round Units are available 
in both deep and shallow types. @ Square Units are also available in deep 
and shallow types. ¢ Concentric louvers . 
or dished glass covers make up combinations for a wide variety of installa- 
tions. @ Write today for specification data. 


. pattern louvers .. flat glass covers 


STREET, 





tghling, INC. 


CHICAGO 38 ILLINOIS 








Thurlo F. Johnson 


appointed factory service superintend- 
ent in which position he remained 
until the start of the war, at which 
time he was assigned to special war 
production duties. He was promoted 
to plant engineer in charge of main- 
tenance in 1943, and retained this post 
until assigned to his present position. 
* * * 

The Trumbull Electric Manufac 

turing Company has announced ap. 


pointment of Lester C. Watson as 
manager of sales, at Plainville, Conn. 





Lester C. Watson 


Mr. Watson was formerly New Eng 
land manager for that organization 
with headquarters in Boston, Mass. 
During the present emergency he wil 
retain that position. 

The appointment of Alfred L. 
Goeke as service manager of the Tuls, 
Oklahoma, branch of the Westing: 
house Electric Supply Company, with 
headquarters in Tulsa, has been at 
nounced bv Gaylord Miller, Midwest 
district manager. @ 

Mr. Goeke was born in St. Lous 
and attended the Missouri Busines 
School. He joined Westinghouse ™ 
1933. 
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New Electrical Products 








INSULATION TESTER 


A small portable insulation tester 
that can be easily carried in one hand, 
plugged into any 115-volt, 60-cycle 
outlet, and capable of supplying 
smooth variable test voltages from o 
to 2500 volts, has been announced by 
the General Electric Company, Sche- 
nectady, New York. The set has a ca- 
pacity of 750 volt-amperes and will 
stand one-minute loads of 1500 volt- 
amperes without injury. It can be used 





to test electric apparatus ranging from 
the wiring for small appliances to 
Diesel-electric locomotives up to 600- 
hp. 
The complete set, compactly built 
into a small steel case, consists of a 
dry-type, step-up transformer, variable 
autotransformer for smooth voltage 
control, indicating voltmeter, air cir- 
cuit breaker with instantaneous over- 
load trip, and control switches. Two 
15-ft. shielded test cables, one with 
an insulated test handle and the othcr 
with a spring clip for grounding one 
side of the high-voltage circuit, and a 
15-ft. supply cord with a connecting 
plug and ground clip, are also pro- 
vided. The entire unit weighs only 
47 pounds, including the crackle-black 
enameled case measuring 15 by 7% 
by 8% inches. 


0. Z. CONNECTOR LUG 


In response to a demand for a sol- 
derless lug that would accommodate 
more than one size of wire, the O. Z. 
Electrical Manufacturing Co., of 
Brooklyn, N. Y., has developed a new 
combination Type “XL” lug. Made of 
cast copper alloy, this fitting is so 
designed that high clamping pressure 
is exerted by the pressure plate. This 
also insures high conductivity on any 
one of the wires in a wide range of 
sizes. Socket wrenches are furnished 
without cost. - 

Complete details of this and other 
hew products, together with the regu- 
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... its 5 superior features 
are all on the INSIDE 
where they count! 


dD Newly developed “GRID” link 
replaces ordinary multiple 
links... 


B Heavy cross-bar anchors 
link and blade in com- 
plete assembly .. . 


3) Flow-solder Contact 
merges link and blade 
into one element . . . 


4) Stud riveted into 
crossbar locks all 
parts into single, , 
firm unit... 


B Rigid girder assem- 
bly cannot turn, 
twistorloosen .. . 


-—- 
or" “26, 









Complete catalog in- 
formation available 
upon request. Write 
for your copy—TODAY! 
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T&B STA-KON* TERMINALS 


HANDY TO USE 
HANDY TO BUY 


The electrician simply inserts 
the wire into the barrel of the 
correct size Sta-Kon Terminal 
and installs it with a quick Sta- 
Kon tool. No solder. No fuss. 


T&B Sta-Kon Solderless Termi- 
nals are available in seven pop- 
ular sizes for wires #22 through 
#1 in convenient small boxes at 
your nearby T&B_ Electrical 
Wholesaler. 


These are the same T&B engi- 
neered Sta-Kon Terminals that 
today are buttoning up untold 
millions of miles of wires on 
U. S. and allied war planes, war- 
ships, submarines and fighting 
land equipment. 


They have been tried under the 
severest operating conditions 
and have been found to make 
perfect, permanent electrical 
and mechanical connections. 
They are, of course, fully ap- 
proved by the Underwriters Lab- 
oratories. 


Get a trial order in the sizes you 
use most from your Electrical 
Wholesaler. He is the sole source 
of distribution for genuine T&B 
Sta-Kon Terminals as well as all 
other T&B products. 


The Thomas & Betts Co., 
Incorporated 
Room 423 
Citizens & Southern Bidg. 
Atlanta 3, Ga. 
The Thomas & Betts Co., The Thomas & Betts Co., 
Incorporated 
518 Masonic Temple Bldg. 
New Orleans 12, La. 


*Trademark Reg. U.S. Pat. Off. 


TB ys 
THE THOMAS « BETTS CO. 


INCORPORATED 
nufacturers of electrical fittings since 1898 
ELIZABETH, 1, NEW JERSEY 
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lar O. Z. line are given in a new 140- 
page catalog. It illustrates and de- 
scribes, with specifications and price 
lists, the full O. Z. line including 
conduit fittings, cable terminators, 
junction boxes, solderless connectors, 
power connectors and grounding de- 
vices. 


PORTABLE TEST INSTRUMENT 


The Weston Model 695 Type 11, 
an extremely compact portable test 
instrument, is essentially a rectifier 
type voltmeter which provides read- 
ings in decibels as well as in volts. 
Thus it is ideal for power level meas- 
urements in all types of sound equip- 
ment and in radio receivers—as well 
as a-c voltage measurements from 2 
to 200 volts full scale. 

A medium speed instrument with 
moderately damped movement, Model 
695 has a constant impedance of 20,- 





ooo ohms. When connected across 
any sound line, ranges can be shifted 
continually without varying line im- 
pedance. Eleven db ranges are pro- 
vided, from —4 to +36 db at zero on 
the db scale. This provides a total 
spread at 55 db (scale: —10/o/+5). 
Seven a-c ranges from 2 to 200 volts 
also are available. 

A self-contained condenser, avail- 
able through a separate pinjack, is 
provided for blocking any d-c com- 
ponent. The instrument is calibrated 
for 500 ohm lines with a zero level of 
6 milliwatts or 1.732 volts. Each in- 
strument is supplied with a chart giv- 
ing interpolation values on lines other 
than 500 ohms (from 5 to 10,000 
ohms at 6 milliwatts zero level). Test 
leads supplied. Dimensions, only 5!2 
x3%4x3% inches approximately. Com- 
plete information available from Wes- 
ton Electrical Instrument Corporation, 
617 Frelinghuysen Avenue, Newark 5, 
New Jersey. 


NEW HAND TOOL 


A husky, light-weight universal hand 
tool, known as “Hytool” MY28, for 
installing both copper and aluminum 
Hydent electrical connectors on large 
cables, has just been introduced by 
Burndy Engineering Company, Inc., 
107 Bruckner Boulevard, New York 
54, N. Y. It is said that this Hytool is 


adaptable to more sizes and types of 
connectors than any other hand tool 


yet developed. Unusual features in- 


corporated in this device include: 





(1) May be used for connectors 


for: aircraft cable, sizes No. 8 to 4/o; 
U. S. Navy cable, sizes No. 23 to 250 
MCM; commercial cable, sizes No. 8 
to 250 MCM; flexible, extra flexible, 
and welding cable, sizes No. 8 to 4/o. 


(2) Single, stepped impression die 


makes tool entirely self-contained. 











CABLE 
TERMINATORS 





SS 


Designed for Vertical and 


Horizontal Conduit Positions 


Both type terminators shown are for use with 4 
single or a multiple conductor lead covered cable 
up to 750 volts and are similar in design except 
that the Type CLH is sealed at both ends. These 
types are also available for two or more 
covered cables and for 


A number of other 
type terminators includ- 
ing a series for cables up 

. to 2500 vole capacity are 
also listed in our catalog. 
Write on your business 
letterhead for free copy: 


O.Z. ELECTRICAL 
PRODUCTS 


¢ Conduit Fittings 
* Cable Terminators 





BROOKLYN, 2 N.Y. 





ee 


Represented by @ 1 
M.LWHTMAN. 2... 313 Bons Allen Bidg., Atisata 3, 
TRU << 06 6 o Wew Grieaas 12, Le. 
F.G. GSTERMBELLER . . 6035 Meadow Lake Ballas 14, Texas 
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(3) Adjustable holding die accom- 
modates the entire range of connectors 
for which the Hytool is designed. 

(4) Has high mechanical advan- 
tage. 

(5) Weight: 642 Ib. The use of 
high-strength steels throughout has 
made it possible to build a tool light 
enough to be easily handled, yet 
strong enough to withstand the tre- 
mendous force developed, and resist 
shocks caused by rough handling. 

This new tool is ideally suited for 
aircraft maintenance and public utility 
line-truck use, as well as for general 
factory and ship maintenance work. 

The holding-die adjustment is easily 
made by a large thumb screw, and 
cach setting is readily determined by 
the graduated scale on the head of the 
tool. 

Ordinarily, on tools adaptable to 
such a wide range of cable sizes and 
types as is Hytool MY28, a set of 
removable dies is required in order to 
make correct indentations on the bar- 
tels of the various sized connectors. 
However, the new Burndy design 
MY28 eliminates this inconvenience 
by the combination of a uniquely 
stepped impression die and adjustable 
holding die. 


WAKEFIELD GRENADIER 


The Wakefield Grenadier is again 
available after a lifting of restrictions 
on manufacture by the War Produc- 
tion Board. The Genadier is sub- 
substantially of the same design as the 
pre-war model except small construc- 
tion changes have been made so that 
continuous units can be easily assem- 
bled from stock parts rather than on 
special order from the factory as pre- 
viously supplied. 

The Genadier is a 2-lamp, 40-watt 
unit of very thin reflector section, pro- 





viding single or continuous lighting 
equipment with the minimum of 
bulky appearance. The depth of the 
reflector section measures only 234 
inches. 
Direct view of the lamps from the 
side is prevented by means of trans- 
luscent plastic side panels. The bottom 
of the reflector is equipped with trans- 
verse louvers for shielding the lamp 
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MALLORY 
CAPACITORS 


MALLORY 
CAPACITORS 


MALLORY 
CAPACITORS 



















Sturdy and strong, built” 
to give good service for a 
long time, Mallory Capaci- 
tors last. 





ave Standardized! 
. 
So you can meet any co- 
pacitor requirements, for 


round or square types, with 
less stock on your shelves. 


are listed in the |WI Blue 
Catalog, to make selection 
and purchase easy for you. 
Send for a catalog today 





INSULATION & WIRES, INC. 


: STREET ST. LOUIS, MO. 





















“To get the 
RIGHT lug 
at every point — 





—select your terminals 
from the COMPLETE line"’ 


Look in the Penn-Union Catalog 
—all of the good types: Solderless 
lugs to grip the conductor by Bolt, 
Screw, Post-and-Nut, or Multi- 
Slit Tapered Sleeve... Soldering 
lugs, Cast and Stamped, in wide 
variety ... Here are just a few: 


= | : 
er | 


You will also find the most complete 
line of Cable Taps, Tee Connectors 
Straight, Parallel, Elbow and 
Cross Connectors . . . Bus Supports, 
Clamps, Spacers Grounding 
Clamps, Service Connectors. 
Penn-Union fittings are preferred 
because every one is mechanically and ye 
electrically dependable. They are the 
first choice of leading utilities, indus- 
trials, electrical manufacturers, con- 
tractors. Write for the Penn-Union 
Catalog. 


L. MORRIS LANDERS 


309 WALTON BUILDING 
ATLANTA, GA. 


WALTER Jj. HUEMMER 
DALLAS TRANSFER & TERMINAL 
WAREHOUSE BLDG. 
DALLAS, TEXAS 
PENN-UNION ELECTRIC CORPORATION, g 





































Conductor Fittings 
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from the end view. The unit is re- 
lamped from the top of the reflector 
without disassembling the unit. 

The Genadier may be obtained 
either as a close-mounted ceiling unit 
with 4-inch deep canopies or else with 
stem and canopy assembly for lower 
mounting. The light distribution is 
approximately 41° upward and 45% 
downward for a total overall efficiency 
of 86%. The all-steel frame is finished 
in gray enamel. Reflecting surfaces are 
in white enamel and face downward 
for minimum maintenance attention. 


RURAL LINE TRANSFORMER 


The Standard Transformer Com- 
pany announces the production of 
Type SRO one kva oil-filled units for 
tural service to supplement the estab- 
lished line of high efficiency Type AR 








and ARP rural line transformers. This 
transformer is designed to operate on 
a grounded neutral system at voltage 
ratings of 7200/12470Y or 7620 
/13200Y. For rural transformers of 
greater capacity than one kva, the 








THE 
MIGHTY 











WAR LOAN 


single bushing types AR, ARP, and 
CSP are available. 

The one kva SRO unit may be sub- 
stituted for larger transformers where 
peak load is of short duration and 
thus keep transformer losses at a mini- 
mum. 

Advantages of these units include 
test welded copper-bearing steel tanks; 
high and low voltage bushings of 
brown glaze wet process porcelain are 
co-ordinated with windings so flash- 
overs will occur externally; special 
corprene gasket between tank and 
cover prevents oil leakage in handling; 
two legged core and coils reduce the 
danger of insulation failure. 

The cover is easily removed, expos- 
ing the entire transformer, by un- 
screwing the bushing cap, loosening 
two nuts, and rotating the two cover 
hold-down fingers. The core and coil 
assembly may be lifted out after re- 
moving two bolts through the top 
mounting brackets and the nuts on the 
low voltage studs. 


INDICATING INSTRUMENT 


A new electrical indicating instru- 
ment combining frequency meter and 
elapsed time meter in one case is an- 
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Y 
Better Commutation 
Longer Life 
Less Commutator Wear 
That Extra Demand Required 
Better All Around Performance 


KEEP THE BONDS YOU BUY 


(i aE 
HELWIG COMPANY 


2544 NORTH 30th ST., MILWAUKEE 10, WIS. 
Southern Offices: 

323 Northwest Second St., 
Oklahoma City 2, Oklahoma 
Telephone: 2-6881 
2005 McKinney Avenue, Houston 3, Texas 
Telephone: Preston 1610 
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nounced by J-B-T Instruments, Inc., 
of New Haven, Conn. This combina- 
tion saves both panel space and 
weight. It is used on engine-driven 





here generator sets and other equipment 
and where proper operating speeds, lubri- 
ine cating and overhaul schedules are im- 
portant considerations. 
jude Frequency or speed is indicated to 
nks; an accuracy of plus or minus 0.3% 
of by a bank of 5 reeds calibrated in 
are single cycle steps from 58 to 62 cycles. 
ash- The running time meter is driven by 
cial a synchronous motor, and indicates 
and elapsed time in hours and tenths. 
Ing; Designated as Model 31-FE, this 
the meter operates on 110 volts, and is 
also available for 48 to 52 cycles and 
pos- in half cycle steps for 59 to 61 cycles 
un- and 49 to 51 cycles. Other ranges are 
-. under development. 
vol CONTROL AND TIME SWITCH 
Te- A control specially developed to 
top operate barn hay-drying installations, 
the but with many other farm applica- 


tions, has been announced by the 
General Electric Company, Schenec- 
tady, N. Y. The equipment, consist- 
ing of a magnetic starter, a time 
ind switch, and a thermostat if required, 
is now available to operate either 3- 
or 5-hp, 230-volt, 60-cycle single-phase 
motors such as the SCR type, so 
popular on the farm. Although these 
two ratings are the most common 
motors for the average farm, control 
equipment to operate motors of larger 
and smaller ratings will be available 
later. 

The magnetic starter, either man- 
ually or automatically operated, is 
equipped with a selector switch with 
on, off, and automatic positions. The 
time switch, with three sets of riders, 
is used primarily at night to start and 
stop the blower periodically if the 
humidity is too high. Three on and 
off predetermined operations are pos- 
sible in a 24-hour cycle. Both 2- and 
pole receptacles are a feature of the 
new control. The 3-pole receptacle is 
for the time switch plug and the 2- 
pole is used for plugging in a remote 
control lead, or thermostat. When a 
thermostat is used it is inserted into 
the hay and turns the blower on to 
avoid fire. 
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“PANCAKE SOLVES THE WIRING PROBLEM 

















| When this happens . . . as it does every day 

in busy office buildings . . . will there be 
costly delays and confusion in re-connecting 
telephone, communications, and light and 
power services to desks? Not if you install 
“Pancake” . . . the Wiremold Overfloor 
Wiring Systems designed for just this purpose. 













—_— 
eANCARe =. 


**Pancake’’ Overtioor Wiring Systems ‘‘Flat 
as a pancake; strong as a bridge’’ are availa- 





ble in two sizes, No. 1500 with a capacity of 
4 No. 12, and No. 2600 with a capacity of 2 
26-pair telephone cables. Together, these two 
sizes of raceway and their fittings permit com- 
plete, efficient, and speedy layout of wiring 
for all telephone or power and light service 
needs. Additions, extensions, changes are made 
with time- and cost-saving facility. 


AND HERE IS HOW IT IS DONE 


Base of Raceways is provided with screw knock- me 
outs for easy installation. Slip-joint connec- « 
tions to fittings insure electrical bonding. Wir- 

ing is laid in and cover sections snapped on 

to complete installation. Raceways and Fittings Me. 2600 
are designed to meet telephone company require- 
ments. Write for bulletins describing installa- 
.tion and use. The Wiremold Company, Hart- 


ford 10, Connecticut. 
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1524 Tele- 1542B Recept- 1542D Junct- 2642D Junct- 
phone Outlet acle Base lon Box ton Box 2642H Tele- 
phone Outlet 
ELECTRICAL 
CONTRACTORS 
Business publications 
like these, with aggregate 
circulation of over 240, 
monthly among your pros- 
ts and customers, Carry 2617T 
iremold advert-*ing mes Telephone Elbow 


sages designed to HELP 
You BUILD BUSINESS. 
Tie in with this aggressive 
promotion program. 











THE WIREMOLD COMPANY, 
HARTFORD 10, CONN. 








Falling lamps may cause serious injury to 
your employees or to your machinery and 
products. Don’t take this chance! Order 
FLUR-O-LOCKS today from your General Elec- 
tric, Westinghouse, Graybar Electric, Supply 
Houses or write us for samples and descrip- 
tive folders. 








RADIO MANUAL 

To help radio servicemen during 
wartime tube shortages, a comprehen- 
sive 20-page manual providing practi- 
cal replacement tube data has been 
compiled by the Commercial Engin- 
eering Department of Sylvania Elec- 
tric Products, Inc., Emporium, Pa. 
The manual gives full information 
needed for the adaptation of available 
tubes to many different types of radio 
receivers which may otherwise become 
inoperative through the failure of 
original equipment tubes which can- 
not be immediately obtained. 

In addition to a section describing 
the recommended use of substitute 
types when original types are not ob- 
tainable, the manual contains specific 
information for battery, 150 ma., 300 
ma., transformer and auto tube types. 
The information is conveniently tabu- 
lated for quick-reference. Thirty-six 
adaptor circuit diagrams are included 
for use with the tabulations when 
changes in tube socket wiring are re- 
quired. Tabulations are used to indi- 
cate the type of changes needed in- 
cluding: filament voltage, filament 
current, socket wiring, socket type, 
alignment, top cap connection and 
changes in bias or plate voltage. 


WIREMOLD FITTING 


The Wiremold Company, Hartford 
10, Connecticut, announces the re- 
design of the No. 1517AT Adapter 
Fitting which is used where overfloor 
installations of No. 1500 Pancake 
Wiremold interconnect with No. 200, 
No. 500 or No. 700 Wiremold Surface 
Raceway installed on the wall. 

Ears are now provided for fastening 
the fitting to the wall rather than to 
the floor, as in the previous design, 
makjng installation easier, because it 
is not necessary to drill and plug con- 
crete or composition floors for screw 
fastenings. Ample room for handling 
the screwdriver prevents skinned 
knockles, and aids in securing a snug 
fit at the junction between floor ancl 
baseboard. 


MIDGET BATTERY 


A 22% volt battery considerably 
smaller than a pack of cigarettes is a 
new National Carbon Company prod- 
uct which has set the radio and elec- 
tronics industries making some of their 
briskest after-war plans. 

The powerful midget is the 412 
“Everyready” Mini-Max “B” battery. 
It weighs 24% ounces and measures 2 
by 14% by 23/32 inches. Its possibil- 
ities in hearing aids and pocket-size 


radios are attracting the attention of a 
large number of manufacturers. More 
important, perhaps, it is assuring the 
appearance of a line of new clectronic 
devices. 

National Carbon Company has also 
been making important advances in 
the farm radio field. “Eveready” Mini 
Max “B” batteries will be used after 
the war in an A-B pack. It will be 
known as No. 758, and will be 30 
per cent smaller than the present No, 
748 A-B pack while maintaining the 
same power capacity. Among imme- 
diate results will be smaller and less 
expensive farm sets with better-toned 
speakers. 


Rewiring a Fifty 
Year Old Church 
(Continued from page 44) 


where the heat is dangerous. Fuses 
blow and the owners increase the 
fuse capacity or eliminate them all 
together until there is no protection. 

In every city there are many 
churches from ten to fifty years old 
that have outgrown their wiring and 
are good prospects for a modernization 
program. 

Many contractors have sold fluore- 
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scent lighting to churches but the 
idea of using remote control and mag- 
netic relay switches to conserve labor 
and save costs and yet reduce loads 
on the circuits is new in church mod- 
renization. 

The City Electric Shop was pur- 
chased about a year ago by Joe Cor- 
daro, who has been in the electrical 
contracting business for about 39 
years. He has been identified with 
some outstanding jobs such as the 
United Gas Building, in Shreveport, 
one of the show buildings of the 
South. Other interesting jobs he has 
handled are the Coca-Cola Building, 
the Alexandria, Louisiana, courthouse, 
and the Mississippi River bridge wir- 
ing at Baton Rouge. 





Maintaining Industrial 


Electrical Equipment 
(Continued from page 30) 


has been the experience of many 
users that armatures fail soon after 
hand stoning. 

Brush potential curves are a very 
useful means of determining whether 
the interpole strength is proper for 
best results. To obtain values for such 
a curve it is necessary to use a high 
resistance voltmeter with a range of 
about 3 volts. ‘The readings taken are 
of the voltage drop between the 
brushes and the commutator. ‘To ob- 
tain these one terminal of the voltme- 
ter is attached to the brush rigging 
and the other to a pointer which must 
be insulated to permit holding it in 
the hand. This pointer is gently ap- 
plied to the rotating commutator, first 
at a point near the leading edge of 
the brush where it contacts a bar. A 
reading is taken. This is point number 
one on the curve. ‘The pointer is 
then moved to the center of the brush 
and a reading taken. This is point 
number two. A third reading is taken 
near the trailing edge of the brush 
and is recorded as point number three. 
Regardless of the direction of rotation 
the curve is plotted with point num- 
ber one to the left and point number 
three to the right. If the commu- 
tating pole strength is too great the 
curve will slope downward from point 
one to point three. If the machine 
is undercompensated then the curve 
will slope upward from point one to 
point three. The most desirable curve 
is one that has a slight downward 
slope from number one to number 
three. 

Occasionally turns of a commuta- 
ting coil are removed if the lead hap- 
pens to be burned off. For example, 
if the lead is off a coil that has 24 
turns, one turn may be unwound in 
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Southern Sales Representative: FULWILER & CHAPMAN, ATLANTA, GA. 








LAUGHS AT HEAT’ °° 


YER Asbestos Insulation, made 
rr adie rock Wore, defies 
ditions that destroy other insu ee 
Improved non-toxic resin orl 
ing compounds and precise manu rss 
turing give OLLYER ee . 
sulation and Asbestos Varnis ° 

Cambric Insulation that extra qua rd 
which means unfailing service. Speck 
COLLYER Asbestos Wire—‘t -— ‘ 
heat, moisture and corrosive chemic " 
OW in a wide range 
Write for information. 


Available N 


of constructions. 














Paragon automatic electric 
controls go far toward eliminating the fal- 
lible human element. Simply preset a Para- 

on instrument to do what you want—then 
orget it. It will automatically start and stop 
machinery, air conditioning systems, and 
other operating equipment. . . in fact, per- 
form a whole host of “almost human’ 
time control operations. 


"A unit for 

















PARAGON ELECTRIC COMPANY 
713 Old Colony Building, Chicago 5, Illinois 
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order to provide a new lead. This 
should not be done for the reason 
that the removal of one turn in the 
coil very materially alters its com- 
mutating effectiveness. Approximately 
80 per cent of the turns on the coil 
are necessary to suppress the armature 
before any effect is made by the coil 
on commutation. Only the last 20 
per cent of the turns on the coil are 
effective in aiding commutation. 
When the coil has but twenty-foum 
turns, only about five are effective for 
correcting commutation. If one turn 
is removed it changes the effectiveness 
of the coil 20 per cent. Therefore, 
it is obvious that this is a question- 
able practice that will undoubtedly 
result in sparking and burning of the 
commutator. 

Another source of poor commuta- 
tion not commonly recognized is in- 
adequate soldering of leads to the 
commutator bars. This increases the 
resistance thereby changing the flow 
of current between the coils and the 
bars. Thus, the bar with the poor 
joint does not carry its full share of 
current. If the joint is poor bits of 
melted solder will be found around 
these joints. 

Another cause of poor commuta- 
tion is a short in the main field wind- 
ing. This upsets the equality of the 
flux around the armature thereby re- 
sulting in poor commutation. It is 
frequently found in motors around 
the 5 horsepower size. 

Good commutation insures contin- 
uity of service and only results when 
a planned maintenance program is 
followed assiduously. 


New Bases and Circuits 


For Slimline Lamps 
(Continued from page 26) 


improve the power factor and effi- 
ciency and to eliminate stroboscopic 
effect. Such ballasts can be designed 
on the same general basis as two-lamp 
ballasts for the standard fluorescent 
lamp. Series systems will present the 
advantage of simple wiring and will 
be recommended for special applica- 
tions such as those where lower 
ambient temperatures are encountered. 

The new Slimline lamp is a safe 
and efficient source created especially 
for use where installation space is 
limited and where long slim ribbons 
of light are needed. Today they arc 
being offered for “plus lighting,” to 
broaden the field of use for fluore- 
scent lamps. Experience with this 
new line will determine the ultimate 
field for them and the extent to 
which they will be used. 


REA 3-Year Program 
For the South 


(Continued from page 23) 


pansion program is in supplying whole- 
sale electricity. In fiscal year 1944, the 
REA borrowers in the southern states 
bought $7,000,000 worth of electric: 
ity at wholesale. This was an increase 
of $900,000 over fiscal 1943 purchases. 
One large industrial consumer ac- 
counted for a large part of the pur- 
chases, and TVA supplied much of 
the total. Nevertheless, the southern 
co-ops in fiscal 1944 bought 346,000,- 
000 kjlowatt-hours from private power 
companies, and paid $3,435,000 for 
the energy. 


How to Build an 
Electrical Business 


(Continued from page 27) 


ment of Mrs. Kroesche was a wise 
move, for we have found that women 
have more confidence in her, she bet- 
ter understands and appreciates the 
things they want, and, being a woman 
herself, she can better comprehend 
their needs and fulfill them with 
satisfaction. 








GEDNEY FITTINGS FIT 


CONDUIT BODIES 





Gedney Threaded Type 
Conduit Bodies for 
Heavy Wall Conduit 





Gedney Threadless 


All Types Type Conduit Bodies 
Type %” to 4” for EMT Thin 
Wall Conduit 
: All Types— 





Sizes %” to 2” 


Gedney Type “FS” 
Double-Gang Shallow 
Threaded for Heavy Wall 
Conduit. All Types. 





Gedney Shoe-Hold 
Connectors for 
Armored and Non- 
Metallic Cable 
Sizes %”—2” 


OoD 


3-Piece Couplings 
1%” ta 4” 





CFROUND FITTIVCS 
For armored or Bare 
Copper Ground Wire 
—5 Sizes, Taking 
Ground Pipe 14” to 6” 


Sold through Electrical Wholesalers 


GEDNEY. ELECTRIC COMPANY 


RKO Bldg., Radio City, New York 20, N. Y. 
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10le- about for new fields of expansion. We 
, the had had numerous inquiries for finer 
tates gticles of electrical fixtures, such as 
tric: antique chandeliers, individual lamps, 
Tease etc. Mrs. Telotte had done quite a 
lases. bit of traveling and, during these trips 
ae had collected quite a number of ar- 
pur- tiles from many lands that would 
h of have a direct appeal to those women 
hern who understood and appreciated the 
)00,- fner things in life. So we established 
ower a department featuring such merchan- 
for dise, and it has proven very successful 
It not only brings those women into 
the store whose husbands are among 
the business leaders of the city, but 
through these contacts, we are able INDUSTRIAL 
to become better acquainted with TRY 3 
these husbands, and they come to us 
with their wiring problems, contract- 
wie ing, fixtures, and other commercial 
work. Flamenol rip cord, 
a “That is why, despite a decline in 300-volt service oe are tough, rg ay conte a sty 
the contracting work due to restrictions ‘ieisiitaaiiitilia “a note! peg in 2 vn 
nan on building, we are able to go along cat pacts cand, industrial plant, machine shops, 
ond in good shape. Appliance sales have 300-volt service Service stations, garages, packing 
ith been good, staple merchandise sales a. houses, mines, etc. 
Tocten tame nore | eee Three cords are available: Fla- 
; eee : omy aaty menol heavy-duty cords for use 
tique and gift department. portable 7. 
— tt will be readily appreciated, how- ~— > wate commetons ave severe; Fis- 
. Pact ? volt service menol medium-duty cords for use 
IT ever, that putting ¢n these apptionces, a where conditions are less severe; 


lies 


“When our contracting and appli- 


ance departments had been established 
and were functioning well, we looked 


accessories and antiques would have 
been but wasted effort had we not 
supported them with a setting worthy 
of their value; a place that would have 
a natural appeal, and a place that peo- 
ple could reach easily. 

“We own our own building on the 
fringe of the business district of the 
city. It is close enough to the center 
of the city so as not to be out of the 
way, yet it is out of the parking dis- 
trict so that guests coming into our 
place of business may park their cars 
without paying for the privilege or 
worrying about overtime parking. 
“Following the purchase of the 
place, we immediately inaugurated a 
program of improyements. The in- 
terior is kept clean and in good order 



























dati 


WA SARA KS 


















and Flamenol rip cords for use with 
lamps, fans, etc. 


Both the insulation and jacket of 
these cords are made of long-life 
thermoplastic compounds. These 
compounds are resistant to water, 
oils, acids, alkalies and sunlight. 
Flamenol cords can be depended 
upon to give long, trouble-free 
service, 


For further information see the 
nearest G-E Merchandise Distribu- 
tor or mail the coupon for folder. 


*Reg. U.S. Pat, Off. 




















General Electric Co. 
Section W551-16, Appliance and Merchandise Dept., 
Bridgeport, Conn. 


d at all times. The merchandise is well 
arranged and well displayed. And the 
artificial lighting is supported by a 
thousand square feet of plate glass 
in the windows. Buy 





Sirs: Please send me your Flamenol Cord folder. 














“Furthermore, we do everything WAR | ER: Se, ree Re ee Ne ne OR he eRe 
within our power to make those men BONDS tities 
| bad shots Sided Senne teho “Our place POOPIE [NII tenses seenenees neeennenRRRERRRERRRaREENE 
of business to feel as if they were our HOLD I vcicinctinmivatiiaamael me... 
guests. Every possible courtesy is ex- THEM 


Y tended them, and we offer every as- 

sistance in the selection of their needs 
even to the point of suggesting an ar- 
ticle lower in cost than the one they 
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had in mind if it will give better 
service. Then, when the purchase has 
been completed, we thank them for 
their patronage. 

“That is why, when we look about 
us and see what success we have ex- 
perienced, we are glad that we have 
established those principles and poli- 
cies that have governed all our opera- 
tions, and that we have followed them 
through to the letter. They are ma- 
terials that do not require a heavy cash 
investment, but the returns are good.” 


Will Home Laundries 
Move Upstairs? 
(Continued from page 17) 


“A ‘complete home laundry center’ 
store will sell both conventional and 
automatic washing machines, ironers, 
tumbler dryers, metal base and wall 
cabinets, rinsing tubs and automatic 
storage water heaters.” 

Automatic washing machines and 
electric tumbler dryers are announced 
as postwar additions to the home 
laundry line of Edison General Elec- 
tric (Hotpoint) Appliance Company, 
in a wartime “‘meeting-by-mail” bulle- 
tin sent recently to regional and dis- 
trict sales managers by Fred C. Mar- 
golf, manager, home laundry sales divi- 





EAST PALESTINE 











“Dpirie Md wd 





NOW AVAILABLE! Churns whele milk. 
Thumb screw adjustment. Slight pressure 


adjusts or releases dasher to fit any 3 to 5 gallon 
container. Slow-speed, long-life motor prevents over- 
Better agitation produces more butter 
New splash- 


heating. 
faster. Impreved rust-proof dasher. 


proof plate. Improved design eliminates vibration. 
Easy te clean. Costs few cents a month te operate. 
Sold through trade channels only. From your jobber, 
or order direct. (Centainers not sold.) Manufac- 


ured and Guaranteed by 


aaae 






SOUTHERN TRIC 








Fred C. Margolf 


sion. The field sales executives were 
told that the new appliances would be 
ready as soon after reconversion as 
manufacturing conditions permitted 
and that they would round out a 
“complete home laundry” merchan- 
dising presentation under the com- 
pany’s selective dealer activity. 
Noting that in the past, the wash- 
ing machine has been the only piece 
of home laundry equipment sold to 
almost go per cent of the people do- 
ing home laundering, and that most 
of the drudgery associated with home 





M. & W. WATER-TIGHT RUBBER BUSHING TYPE 
CONNECTORS FOR SERVICE ENTRANCE CABLE 


The design of the rubber bushing is such that 
it has a greater surface contact around the 
cable than the conventional bushing, assuring a 
water-tight fit around the cable. 


Send for Copy of Bulletin 14 
which illustrates our complete line. 


THE M.&W. ELECTRIC MANUFACTURING CO., INC. 















PRODUCTS 


OHIO 








laundering of clothes was due to 
“hanging out on lines after carrying 
up basement stairs, with a 
hours spent in hand ironing,’ 
planned home laundry center was 
urged. 

Margolf’s report cites figures to 
show that less than 15 per cent of 
homes own an ironing machine, while 
not more than 1 per cent use a clothes 
dryer, while 5 per cent of the nation’s 
wired homes own washers. “The 
economy, convenience and _ health 
value of home laundry equipment 














HOTEL 
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Connecting Diagrams for Lap-Wound 


Induction Motors 


Every man concerned with motor rewinding will 
want a copy of this new publication by A. C. Roe 
which contains 72 modern connecting diagrams for 
induction motors of from 4 to 12 poles. 
grams are arranged for dual voltage connections and 
best magnetic balance. 
book is available with each 3-year subscription to 
Electrical South—total cost, $3. Write at once to 


ELECTRICAL SOUTH 
1020 Grant Bldg. 


The dia- 


A copy of this 132 page 


Atlanta 3, Ga. 
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Fal Announcing 
rs a Three- Ur, CIRCUIT TESTER 


Gives Quick Yes or No Answers 






TOPS THEM ALL 





.-- Built to withstand rough 
treatment... Simplifies ac- 
ceptance testing of residen- 
tial and commercial wiring. 


Absence of commutators, slip 

rings, calibrated meters, rhe- 

ostats or adjustment knobs in 
this compact circuit tester, simplifies both operation 
and maintenance ... makes it cost less than conven- 
tional circuit testers. The self-contained generator 
develops peaks of 250 V.A.C. and tends to assure uni- 
form tests regardless of generator speed. It requires 
but one operator and minimum instruction. Why not 
get the complete story? Write for details today. 


ee ‘ a : a 
DOES ALL THREE JOBS . lo 
Y Audible Check: # ae : — ua 


1. Tests wire and ground insulation 


2. Tests continuity of wires BS : a ; 1 F AUTOMATIC 
¥ Visual Check: a STARTER 


3. Determines polarity of wires* - 
°A special indicator attachment is available for polarity tests. * f in the 


Pat. Nos. 2200443-2228210 


CONNECTICUT TELEPHONE & ELECTRIC DIVISION ' 25% : RED PLASTIC 
INC ‘] CAN 


@Locks out deactivated, flick 
ering, blinking lamps. 







GREAT AMERICAN INDUSTRIES 


@Resets automatically. N 


se i oo fs No need to touch the starte 

THE Fresh-4 ve MAKER (vw, @Provides new economy i 
iP , fluorescent lighting. Preven 

provides fully the comfort Lis overheating. Increases life 
end ventialien so decanted ; ballast. Saves maintenance an 
in army barracks, mess halls, power Cans. 
hospitals, headquarters, 
theaters and other military 
buildings. Its fine design and x : : 
sound construction meet the Sad | In the NEW 
specifications drawn for es A \f 4 RED PLASTIC CA 
army fans and it is particu- of © 
larly adaptable to the various types of installations , 5 STRONGER 
found in army buildings. a Higher Dielectric Strength 


@Life of starter is many time 
greater than that of averag 
lamp. 


Listed and Approved by Underwriter 


HY-DUTY BLOWERS | Lab. Inc. 


Certified by Electrical Testing La 

Single Inlet-—Double Inlet. 400 ik — 

CFM to 12,500 CFM. ¥ LLOYD 
Single Inlet Blower illus- ly PRODUCTS COMPANY 

4 Dept. ES-5 Providence 5, R. I. 





trated at left is particularly 
adapted for ventilation of 23 Branch Offices 
mess halls in military estab- and Warehouses 
lishments. 





ry] LLOYD POLICY @ 
‘ INSURES QUALITY ~ 






VENTILATING DIVISION 
SCHWITZER-CUMMINS COMPANY 


TS AVE ° NDIANAPOLIS 7, U.S.A 












1125 MASSACHUSET 
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makes it most wanted of all types for 
postwar. Dealers have failed to plan 
for customers convenience in the past, 
but new methods of equipment dis- 
play will include ‘complete laundry 
display centers,’ the bulletin said, add- 
ing: 

“More than 4,300,000 families 
place a washer number one among 
their postwar wants in 1944 War 
Production Board survey. The WPB 
poll reported that an estimated 2,800,- 
000 families had tried unsuccessfully 
to buy a machine during the year 
previous to April, 1944.” 

The bulletin, which was signed by 
Mr. Margolf as head of the company’s 
home laundry sales division, noted 
that 96 out of every 100 families do 
some laundry at home, while 55 wash 
all of the family’s wearing apparel 
and household linens. Less than 15 
of each hundred families own an iron- 
ing machine, and not one per cent 
own a clothes dryer. “Those figures 
indicate that most women have not 
had a chance to know what work-sav- 
ing laundry equipment can do for 
them,” it said, adding: 

“The future of the home laundry 
appliance business rests in planning 
for complete equipment that will give 
women a light, comfortable work cen- 


DONT GUESS/-TEST RPM. 


> Witha 
| MODEL J 


CATLG. No. 1412 


ter, where work can be done. pleas- 


antly and quickly When _ postwar 
appliance stores offer attractive home 
laundry appliance ensembles, they will 
create a market for ironers, dryers, and 
metal cabinets, as well as increase their 
sales of washers. 

“Women buy equipment solely for 
the work it can do, and these use- 
values should be dramatized by store 
home laundry centers that simulate 
working conditions. Stores should 
place trained women attendants in 
their home laundry centers to show 
women how work-free washing is 
with modern equipment. The at- 
tendant should be able to supply in- 
formation on washing procedures, care 
of linens, and other helpful service 
that will stamp the store as head- 
quarters for home laundry equipment 

“The modern home laundry will 
require a plentiful supply of hot wa- 
ter. In the past, the lack of a good 
water heater caused many to send out 
laundry. Postwar home laundry deal- 
ers will sell water heaters as part of 
the equipment. Selling equipment 
with the theme—‘laundry at home is 
easy and economical with good equip- 
ment’—dealers will find sales easier 
to make. The average wash-day has 
been ten hours of hard work, the new 





HAND TACHOMETER 


TRIPLE RANGE TYPE: 


CATLG. No, 312 CATLG. No. 315] 





100- 1200 RPM 300- 1200 RPM 300- 1500 RPM! 

400- 4000 RPM 1000- 4000 RPM 1000- 5000 RPM| 

1000-12000 RPM 3000-12000 RPM 3000-15000 RPM 
Rugged © Reliable * Conti ly Indicating Type / 





WRITE FOR BULLETIN #760 





HERMAN H. 


27 PARK PLACE 





COMPANY, INC. 


NEW YORK,N. Y. 





UNIVERSAL 


‘A 





Allen Screws & Wrenches 

Armstrong Bray Gear Pullers 

Black & Decker Drills and 
Grinders 


Bluebird Battery Pliers & Tools Equipment Sioux Drills and Sanders 
Binks Paint Spray Guns Miller Falls Hand Tools Star Hack Saws & Blades 
Channellock Pliers & Diagonals Morse Drill Bits, Taps & Dies Starrett Micrometers-Gauges 
Crestaloy Wrenches & Pliers rn Wire Brushes Thor Drills & Sanders 
Goldenrod Blow Guns and OTC Tools & Gear Pullers Universal Gear Pullers 
Motor Cleaners P H Electric Hoists & Lifts Utica Pliers & Wrenches 
Herbrand Open and Box Plews Pressure ilers Vaco Screwstarters-Drivers 
Wrenches Plomb Sockets, Ratchets and Vacuum Grip Pliers-Diagonals 


Hold-E-Zee Screwdrivers Wrenches 


Imperial Flaring Tools- 
wedges Reed Pipe Taps & Dies 
Ken Tire Tools and Lug Ridgid Pipe Wrenches and 
Wrenches ; Cutters 


Remember: Try us first for fine shop tools and supplies. We have it—can get it—or it isn’t 
made. Immediate shipnient overnight by air to anywhere in USA. Order Today. Price List 
and Order Blank Free. 


N 





uTc % 
MO 
1527 GRAND ES 





FAR‘*M 
. SERVICE _ 
“Used Everyday — Everywhere — By Most Everybody’ 
Kraeuter Pliers & Punches 
Lectrolite TruFit Tools 
Lufkin Micrometers & Rules 
Lyons Shop Tools and 


Porter Bolt Some S Snips 


TOOLS 





‘“ 


Schrader Tire Gauges, Valves 
Skiltools Drills & Sanders 

Simmonds Saws, Files, Rasps 
Simplex Vises and Clamps 


Vaughan & Bushnell Hammers 
Vise-Grip Wrenches 
Williams Wrenches & Sockets 
Wilton Precision Vises 
Yankee Drills & Screwdrivers 





O. B. DeMATTEIS, Pres. 


KANSAS CITY, 


UNIVERSAL TOOL COMPANY 
wssoun el 





82 


ELECTRICAL SOUTH for MAY, 1945 















. 


wash-day should take two hours fo; 
two washers full of clothes, with an 
additional two hours in the tumbler 
dryer. Where ironing took seven 
hours of hard work with a hand iron, 
it can be done in less than five, effort. 
lessly, with an ironer. 





FOR SALE 
Complete Milk Cooling Plant 
Consisting of 
1—3 H.P. Lipman ammonia _ refrigeratng 
12/10” steelbrine tank 7'6”x5'S” high. 


Cork insulated and equipped with 700 
ft. of 1%” ammonia coils and complete 
oi. C J * 4, % 





I1—motor driven brine pump. 

1—Victor walk-in cooler 8’x7’ high, com. 
plete with coils and unit cooler. 

1—Direct connected motor driven water 
circulating pump. 


Dr. L. B. Morris, Macon, Migs. 








Transformer 


Winders Wanted 


‘ Openings for three experi- 
enced transformer winders 
by oldest and best equip- 
ped plant in the South. 
This is an opportunity to 
get into an essential indus- 
try with postwar security 
assured. Good Pay and 
Conditions. Mail or wire 


applications to 


Fagan Electric Co. 


901 SPRING STREET 
LITTLE ROCK, ARK. 











A A 


ANTI-CORROSIVE PAINTS 


CONTINUE AVAILABLE 
IN GOOD QUALITY 


AND FOR 
REASONABLE DELIVERY 


Rabo inc. 


NORTH ARLINGTON, N. J. 





















- Plant 


frigeratng 
5” high 
with 700 


complete 
controls, 
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Health-aire Belt Driven Propeller Fans 
Available in all sizes 24 to 54 inches and capacities 4,500 to 25,000 C. F. M. 


Backed by 25 years experience in designing and manufacturing 
propeller fans and blowers, Johnson Health-aire belt driven fans 
combine the most advanced, the most effective engineering ideas. 























For all residential, commercial, industrial and public buildings, 
also, offices, stores, and all other similar places, Johnson Health- 
aire fans are guaranteed to give the finest performance. 





Available in sizes 24 to 54 inches and in capacities of 4,500 to 
25,000 C.F.M. 


FEATURES 


@ All steel welded construction. 


@ Capacitor, long hour, resilient 
mounted motors. 


@ Dynamically and statically balanced 
for quiet operation. 


@ Adjustable tension, over-powered 





a drives. 
Anticipate your requirements now! Write for full de- @ Rated and tested im accordance 
tails concerning our plan that will supply you with your with ASHVE and NAFM codes for 
summer needs. propeller fans. 


H. C. BIGLIN, 177 Harris St., N. W., Atlanta 3, Ga. 
JOHNSON FAN & BLOWER CORPORATION 
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5 Goop REASONS 


FOR 





F AN 4S AUTOMATIC 
ELECTRIC 
M OTO as WATER HEATERS 
1945 


CONTROLS 


PROMPT SHIPMENT FROM LARGE STOCKS 
AUTHORIZED PARTS DISTRIBUTORS 


Brown-Brockmeyer General Electric Master 


... Superiority 
] Large area Heating Unit. 


2 Immersion hydraulically operated Thermostat. 


Century Hamilton-Beach Peerless 3 High efficiency Diffuser. 
Cutler-Hammer Holtzer-Cabot Robbins & Myers 
Delco Howell Star 4 Tank can be serviced without draining. 
Diehl Hunter Thor 
Duro Ilg Wagner 5 Adapted for either straight or interchangeable 
Emerson Leland Westinghousc operation. 

Marathon 


An economical, efficient, dependable water supply 
is the direct result of our continuous research and 


READING ELECTRIC COMPANY, INC. development in the Electric Water Heater field. 


Parts Distributors for the Manufacturer 


200 William St. Barclay 7-6616 New York 8, N. Y. Automatic Electric Heater Co., Inc. 
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- POTTSTOWN, PENNA. U. S. A. 











NEW 
TOP-LINE 


Profit Line 


New Juvenile Garden Wheelbar- 
row. Rocket style, metal wheel, 
metal axle, rubber tire — for 
Junior to push—and to push 
your profits up. 


The Rocket Sulky with metal 
wheels and rubber tires, fold- 
ing handle, to pull the young- 
ster in—and to pull parents 
into your store. 


Draw 


Juvenile ee 
Blackboards — hand- 
somely styled for the 
kiddies to draw on and 
to draw customers for 
you. 





Only a few of our New Items are illustrated. 
Write for literature and full information. 


TOP LINE 


HOME APPLIANCES 


TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 





New Home Appliances 
on the way now — 
for Regular 
TOP LINE ACCOUNTS 


ader NINERTISERS 


The Advertiser's Indexw ie published as «4 convenience and 


part of the advertising 


Every care will be taken 


comtract. 
‘correctly. No allowance will be made for errors er failure 





A 


Adam Electric Co., Frank -_----13 
All-Steel Equip. Co., Inc. -----. * 
Aluminum Co. of America -_- 
American Coolair Corp. -.....--15 
Anaconda Wire & Cable Co., 
Automatic Electric Heater 
ee 


Bendix Home Appliances, Inc. 
Brieg * Method Tool Co. 
Bryai ‘lectric Co. 

Buffa ‘Yorge Co. -----.--- 
Bull % ., Elec. Prodv 

Sarnly Engineering 


Cc 


Clark Water Heater Division _... * 
Collyer Insulated a aE 
Commercial ae 10 
Connecticut Telephone and 

Electric Division 
Curtis Lighting, Inc: 


D 


pepe Co, deba C.. .....-..-.-.. 49 


Edison General Electric 
Appliance Co. -_-- is 

Efficiency Elec. & Mfg. 7 ae 

ty Companies’ Advertisir 
Tro} 


is 


Fagan E Ye ee 


Folsom Company __._--___ 
Frigidaire Division 


G 


Gedney Electric Co. 
General Cable Corp. __--.___4 and 5 
General Electric Co. 

(Appliances) 
General Electric 

(Electronics) 
General Electric 

(Flamenol) 
General Electric 

0” ee eee 
General Electric Co. 

(Trade Heating Devices) 
General Electric 

(Wiring Materials) ~--Back Cover 
George Co., P 6 


Greenlee Tool Co. 


H 


Hazard Insulated Wire Works _. 1 

Helwig Company 74 

Hill-Shaw Company __ 

Hotel Lennox 

Hotel Mayfair 

Hubbard & Company 

Hunter Fan & Ventilating 
ee et et Front Cover 


Ideal Commutator Dresser Co 

Insulation & Wires, Inc. 

Irvington Varnish & 
Insulator Co. 


Jacksonville Metal Mfg. Co. _ 
Johns-Manville 


K 


Kearney Corp., James R. ______1§ © 
Kelvinator Division 
Krueger & Hudepohl 


L 


a 16 ; 
Landers, Frary & Clark 
Lloyd Products Co. -__.____-- ee 


M 


M. & W. Electric Mfg. Co. 
McGraw Electric Co. 
Mitchell Mfg. Co. 
Morris, Dr. L. B. - 


N 


National Electric Products Corp._87 


0 


Okonite Corp. -. 
O. Z. Electrical | Mfg. Co. 


P 


Paragon Electric Co. _--~--~----- Ws 
Penn-Union Electric Corp. ----- S Be 
Premier Division 4 
Proctor Electric Co. Division -_- . 


R 


Reading Electric Co., Inc. 
Robbins & Myers, Inc. -_- 
Royal Electric Co. -...------.----il 


sy 


Samson United Corp. -- 

Sangamo Electric Co. 
Schwitzer-Cummins Co. 

Southern Electric Products 80” 
Square D Co. ___Inside Back Cover 
Sticht Co., Inc., Herman A. $2 
Subox, Inc. 

Sylvania Electric Products, Inc. -* 


r 


Tennessee Valley Associated 
Marketers 
Thomas & Betts Co., Inc 


U 


United States Rubber Co 
(Tape Division) 

United States Rubber Co., Inc 
(Wire Divisic 

Universal Tool Gv. 


WwW 


Walker Brothers 

Ward Leonard Electric Co. - 

Westinghouse Electric & Mfg. Co. 
(ABI Breakers, Panelboards, 
Bus Duct) 61 

Westinghouse Electric & Mfg. Co. 
(Air-Cooled Transformers) ---- * 

Westinghouse Electric & Mfg. Co. 
(Appliances) __Inside Front Cover” 

Westinghouse Electric & Mfg. Co. 
Cc. Il. F. Lighting) 

Westinghouse Electric & Mfg. Co. 
(Controls & Integral Motors) -- 

Westinghouse Electric & Mfg. Co. 

Pee __40 and 41 
Weston Electric Instrument 


White Products — 


Wiegand Co., 
Wiremold “ige 


Y 


Youngstown Sheet & Tube Co. --51) 


OO 
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